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EVIEWING new truck mod- 
els is something out of the 
| ordinary for this particular Paul 
} Pry, but when Johnny Feehan 
of the White company began talk- 
ing mysteriously about the “pan- 
cake” engine that features the 
line the Cleveland concern is an- 
nouncing this week, I just 
couldn’t resist the _ invitation. 
“Pancake” appears nowhere in 
the automob.ie nomenclature I 
am familiar with, so it looks as 
if White has coined an expres- 
sive word for the motor. 
ao * +. 

AND JUST WHAT does “pan- 
cake” mean in automobile lan- 
guage? you may ask. Where- 
upon this commentator can off- 
handedly reply that it is applied 
to the 12-cylinder White engine 
because it is so low in height— 
that may sound a bit cockeyed, 
but it expresses the thought 
that it can be shoved up front 
and become a different interpre- 
tation of the cab-over-engine type 
which now is so popular. 

But that isn’t all that can be 
said about this pancake engine 
(I’m dropping the quotes now 
that you know what the word 
means) for it is unique in that 
it is horizontally opposed. Again 
something new in the truck field 
in such a multiple form. As I 
write it, I remember the horizon- 
tally opposed ideas as engineers 
used it in the earlier days of pas- 
senger cars, when two-cylinder 

_ jobs were the last word. 
* * * 

AS TO THE claimed advantages 
of the 12-cylinder horizontally 
opposed engine for truck use, I 
quote Robert Cass, engineering 
secretary of the White company. 
Cass says he gets a greater beam 
rigidity of cylinder block than in 
the six-cylinder or a 12 narrow 
V-engine of the same _ piston 
displacement, making for unusual 
smoothness and quietness. He 
says, too, that he gets a small- 
bore engine of large total piston 
displacement by reverting to a 
multi-cylinder engine of this sort. 
And he has lots of other things to 
talk about as to the pancake, but 
this commentator thinks. that 
what he already has written will 
give the casual reader the high 
points. 

* 4 * 

FORCE OF HABIT led me to 
rub elbows with many old friends 
attending the production meeting 
of the Society of Automotive En- 
gineers, held in Detroit this week. 
I’m glad I went to the dinner be- 
cause it gave me an opportunity 
to see Bill Stout practicing for 
his new job of president of this 
ancient and honorable organiza- 
tion. Bill was among the wax 
works and introduced as presi- 
dent-elect. 

Which made this old editor 
throw out his chest a bit and 
look back some 20 years when 
this same Bill Stout joined the 
,taff of Motor Age in Chicago, 
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Code Holds Dealer Favor 





Code Ballots 
Show Swing 


To Pro Side 


Detroit, Oct. 12. _— 
on the revised Motor Vehicle | 


Retailing Trade Code ballot ||) 


have reversed the _ trends| 


that were reported in the re- | 
turns from the first questionnaire. | 
In this revised ballot the ques- | 
tions were rewritten by a promi- | 
nent Detroit code attorney in or- 
der to spike the charges that 
Automotive Daily News was pre- | 
senting leading questions, de- 
signed to bring forth an answer | 


that would be in opposition to the | 


| Prospects Bright 


dealer code. 


These returns on the new ballot 
show a decided trend in favor of | 
the code, as compared to the 
trend in the opposite direction | 
with the first ballot. A total of 
55 dealers have reported that the 
code, despite extra overhead 
charges, detail work and cost of 
securing business, have been a 
distinct financial advantage to 
them. Thirty-three dealers voted 
no on this question. 

Regarding the satisfaction of 
the code as it now stands, 44 deal- 
ers voted that they were satisfied 
with it, 39 reported dissatisfac- 
tion, and five made no answer. 

It would be unfair to say that | 
the mere change in the phrasing 
of the questions is responsible for | 

(Continued on Page a. far &) 
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The Top Ten 


Passenger Cars 
First Ten in Registrations 
as Reported in ADN Today 


1933 
217,039— 
357,153— 
169,875— 

58,367— 
65,533 — 
26,981— 
36,659— 
9 5 ,046— ¢ 


1934 Make 
1—424,185 Ford 
2—402,932 Chev. 
3—237,060 Ply. 
4— 69,196 Ddge. 
5— 58,170 Pont. 
6— 53,150 Olds. 
7— 45,757 Buick 
8— 31,854 Stude. 
9— 31,205 Terra. 25,968— 8 | 

10— 19,756 Chrys, 21,489—10 | 
Total All Makes 
1,456,240 1,081,531 

See complete cumulative 
figures including Septem- 
ber to date, pages 20-21 
this Issue. 
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For Reopening | 


Franklin Plant 


Syracuse, N. 7 Y., “Oct. 12.—Pos- 


sibility of the reopening of the | 


H. H. Franklin Mfg. Co. 
is regarded as brighter, 

the fact that the company’s 
trustees in bankruptcy are now 
considering definite offers for the 


plant | 


purchase of the Franklin assets | 
| by interests who propose to man- | 


ufacture air-cooled cars. 

One of the proposals, accom- 
panied by a certified check for 
to bind the bid, comes 
from New York City, but neither 

(Continued on Page 2, Col 3) 
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3,000 Mile Study Reveals 
Much Undue Suspicion 
But General Code Backing 


By WILLIAM ULLMAN 


| Washington, Oct. 12.—Slightly more than a year ago, I 
|had a ringside seat during the drafting of the automotive 


|| retail code. 


The scene before me was one of some hundreds of nerv- 
ously anxious, but hopeful, men sitting down to the task 
of drawing up the rules that thenceforth were to govern 
the mammoth enterprise of merchandising motor vehicles. 
Their procedure v was simple for all its seeming complexity. 


Prosecution 


Is Dropped 


Washinaton, Oct. 12.— 
The department of justice 
today declined to prosecute 
the charge of alleged viola- 
tion of Section 7-A of the 
NIRA by the Houde Engineering 
| Co., Buffalo, but just where that 
| left the case was uncertain. The 
| National Labor Relations board 
lw as reported alternately to have 
acquiesced in the justice depart- 


(Continued on Page 2, Col. 4) 


Vesper Wires Approving 
“Where ADN Stands on 


F. Ww. Vesper 


the Code---and Why?” | 


| 


ACCEPT MY PERSONAL APPRECIATION AND THAT OF THE 
THOUSANDS OF RIGHT MINDED AUTOMOBILE DEALERS OF THE 
U. S. REPRESENTING THAT NINETY PERCENT WHO NOT ONLY 
BELIEVE IN THEIR CODE BUT ARE FAITHFULLY LIVING UP TO 
ITS PROVISIONS FOR THE DEFINITE POSITION REGARDING 


SAME YOU TAKE IN 


YOUR 


ISSUE OF OCTOBER SIXTH. 


YOUR STATEMENT RELATIVE FACTORY SUPPORT AND 
ESPECIALLY WHERE YOU CORRECTLY STATE THAT NOT ONE 


VALID OBJECTION 


HAS BEEN PUT FORTH 


OTHER THAN ONES 


BASED ON CODES INTERFERENCE WITH DEALERS RIGHT TO 


TRADE 


HIS HEAD AWAY 


IS PARTICULARLY SOUND. YOUR 


EDITORS COMMENT ON PENNY LETTER IS MOST UNDERSTANDING. 


THE CODE CANNOT 
PRACTICES OR 


TAKE PLACE OF 


SOUND BUSINESS 
SALESMANSHIP NOR CAN IT ENFORCE ITSELF 


BUT I AM CERTAIN THAT THE NINETY PERCENTERS CAN AND 
WILL DO SO IN SPITE OF THE EFFORTS OF THE TEN 
PERCENTERS WHO EVIDENTLY PREFER THE CHAOTIC 
CONDITIONS PREVAILING BEFORE THE CODE TO THE OPPORTUNITY 
IT PROVIDES TO MAKE THI§ BUSINESS CLEAN DECENT AND 
PERMANENTLY PROFITABLE FOR‘ ALL DEALERS WHEREVER 


THEY BE LOCATED. 


F. W. A. VESPER PRESIDENT NATIONAL AUTOMOBILE DEALERS 


ASSN. 








——® They merely spread out the fabric 


|Houde Case 


of their experience, examined it 
for the good and bad in it, elimi- 
nated the latter and found them- 
selves, tired but 
t rium phant, 
with the  pat- 
tern of what 
was to be the 
future. 

Now, I have 
just returned 
from a_ 3,000- 
mile journey 
during which 
my major inter- 
est was check- 
ing the results 
of that colorful Washington 
scene. The future toward which 
everyone at the session a 
year ago in September looked 
with enthusiasm has come. What 
has it brought? How does it, as 
an actuality, compare with what 
I envisaged then? 

Or, to state it another way: 
How does the code as a fact 
conform to the code as a theory? 

Broadly, the results are not 
those anticipated. What of that, 
I ask myself. They never are. 

Looking at the code—the rules 
of the game—from the stand- 
point of its fairness and hopeful- 
ness, it was inconceivable that 
any dealer could fail to support it. 

Well, some dealers have done 
so. That is apparent, not in their 

(Continued on Page 9, Col. 1) 


White Co pers 
Pancake Engined 
Series 730 Truck 


Cleveland, Oct. 12.—Annotiuce- 
ment of a new series 730 trucks, 
driven by a new type horizontal 
opposed twelve-cylinder engine 
developing 124 h.p. at 2,400 r.p.m. 
is made by the White Co. today. 
The new engine is called a “pan- 
cake” because of its flat appear- 
ance and is mounted directly un- 
der the truck cab. 

Bodies follow a_ streamline 
trend. Any desired weight dis- 
tribution is possible but the maxi- 
mum body lengths recommended 
for the various wheelbases repre- 
sent a distribution of 1/3 in front 
and 2/3 in the rear. The series 
models 730 and 731 have wheel- 
bases of 108, 126, 144, 162 and 180 
inches. Model 731T, a tractor, 
has a wheelbase of 100 inches, 


Wm. Ulhbnan \ 


| Capacities range 24,000, 26,000 and 
| 30,000 pounds rose weight capa- 


city. 
The cab floor. is perfectly level, 


(Continued on Page 14, Cel. 1) 
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Ford Endorses Neighborhood Dealership Plan 


Urges Dealers to Go After 
Their Share of After Market 


Detroit, Oct. 12.—In putting its stamp of approval on 
the neighborhood sales-service plan, which is threatening 
to revolutionize the retailing methods of all car manufact- 
urers, The Ford Motor Co. is urging its dealers, through 
promotional literature, to take advantage of the oppor- 
tunity to increase their profits through new-car sales made 
possible by intimate contacts with prospects who come in 
for gas or oil or quick service in the way of minor repairs 


or adjustments, by setting up 
neighborhood stations. 

At the same time the Ford com- 
pany advises that gasoline and oil 
companies are co-operating in this 
quick service station program and 
tells its dealers that these new- 
type stations should be separate 
and distinct from the present 
place of business and operated as 
a branch; be located in the busi- 
est shopping section or intersec- 
tion of most widely used streets 
in the dealer’s trade area and give 
quick service to all makes of cars. 

The Dealers’ Share 

While giving arguments in 
favor of neighborhood service, 
the Ford company drives home to 
the retailers the fact that up to 
now the automobile dealer has 
been getting only 30 cents out of 
the average maintenance dollar. 
They get 15 cents for body and 
glass service, 10 cents for motor 
and chassis service and only a 
nickel for radiator service. 

The 70 cents goes to the thou- 
sands of super service stations 
that have been established in the 
last few years—20 cents for lubri- 
cation, 15 cents for brake service, 
15 cents for front end service, 10 
cents for battery service and 10 
cents .for car washing and 
polishing. 

“Logically too!” the promotional 
folder cays in mentioning these 
super service stations. “Because 
they are accessible, well equipped 
for all ’round service, markedly 
efficient. The automobile owner, 
finding them (the super service 
stations) most convenient for his 
almost daily purchase of gasoline, 
naturally patronizes them for 
many kinds of service, even 
though he may realize that his 
automobile dealer could service 
him better. 

Go After More 

“Go after the 70 cent profit por- 
tion of the motorist’s dollar. No 
group of car dealers is in a better 
position to get a full share of the 
maintenance dollar than the Ford 
dealers—because of the growing 
reputation and popularity of the 
Ford V-8. Gasoline and oil com- 
panies, appreciative of Ford pres- 
tige, are co-operating in this 
quick service station program. 
Your branch will show you how 
will outline the plan in detail.” 

Ford advises its dealers that 
wherever possible, stations of this 











sort are to be uniformly blue and 
white—the standard Ford colors. 
Also, as a further identifying fea- 
ture there should be a standard 
sign, to be hung in a prominent 
place, separate from the standard 
Ford oval sign, also in blue and 
white, reading “Quick Service, All 
Makes of Cars.” 

The Ford company goes further 
in its approval of the neighbor- 
hood sales-service plan by 
stating: 

“Ford dealers in many sections 
of the country have proved that 
there’s profit in the service sta- 
tion. It’s on their books in black 
and white—and thus a new field 
is ready for immediate develop- 
ment by wideawake Ford dealers. 

“After carefully checking the 
results obtained by these pioneers 
in neighborhood service, the Ford 
Motor Company has developed a 
plan to obtain for Ford dealers a 
larger share of the car mainte- 
nance dollar. 

The New Trend 

“Here are the highlights of the 
plan! An establishment separate 
and distinct from your present 
place of business—operated as a 
branch. Location: Busiest shop- 
ping section or intersection of 
most widely used streets in your 
trade area. Quick service for all 
makes of cars—not just gasoline, 
but lubrication, washing, elec- 
trical service and minor adjust- 
ments, replacements and repairs. 

“Owners of all makes of cars 
will be your customers because 
the name Ford has come to mean 
the last word in quick, modern, 
economical service. Furthermore, 
30 per cent of 19,000,000 cars are 
Fords. The owners of many of 
them have come to _ patronize 
super service stations for reasons 
mainly of convenience—they will 
prefer the Ford brand of service. 

“Make a survey of the owners 
of Ford cars in your area — see 
how many are your customers 
and how many never think of 
coming to you for gas, oil, and 
‘quick’ service. You can easily 
prove for yourself the increased 
profit possibilities of the neigh- 
borhood service station plan. 
Think, too, of the logical sales 
‘follow-up’ on Ford owners made 
possible by the increased patron- 
age of Ford owners. 

“Also, you can readily see the 


How to Draw ‘Em 





Above is the recommended Ford service sign for neighborhood sta- 
tions. The sign, of course, would be in standard Ford blue and white. 


e—_—________- - 


sales opportunities on new cars 
opened by these contacts. Almost 
every patron will be a prospect. 
With one or more new cars on 
display, you will be able to talk 
and demonstrate the Ford V-8 to 
many car owners who might 
never visit your main showrooms. 
And still another distinct advan- 
tage is the ability to render serv- 
ice on holidays and at other times 
when your main service station 
may not be ee 


Ludwig Designed 
New Automobile 
Tire Guard Device 


Detroit, Oct. 12. — Announce- 
ment is made that the tire guard 
just placed on the market by the 





ee’ American’ Tire 
* Guard Co., of 
Detroit, is the 


development of 
Herbert V. Lud- 
wig, identified 
with the auto- 
motive industry 
since 1910 as a 
wheel specialist. 
Ludwig is vice- 
president in 
charge of man- 
ufacturing of 
this company which is headed 
by Benjamin S. Pagel as presi- 
dent. Other executives besides 
the two mentioned are: Olin 
Finney, vice-president in charge 
of sales; H. F. Brangwin, sec- 
retary, and F. Langdon Hubbard, 
treasurer. 

Putting in four years gaining 
practical experience in a machine 
shop tool room, he joined the 
Standard Roller Bearing Co., of 
Philadelphia in 1915, his job be- 
ing to adapt to American prac- 
tice the English Rudeg-Whit- 
worth wheel. This made him a 
wheel specialist in an engineer- 
ing and production way, qualify- 
ing him for his next step—chief 
engineer of the Bud Wheel Corp. 
in 1919. He is credited with hav- 
ing aided greatly in the develop- 
ment of steel disc wheels, wire 
wheels and dual rear’. truck 
wheels for Budd. All the time, 
though, he had in mind the tire 
guard which now has _ been 
launched, even while he was in 
Russia for four years as consult- 
ing engineer for the Russian 
government. 

Since 1932, when he came back 
from Russia, he has been work- 
ing on the tire guard, bringing 
it up to the form as now put 
out by the American Tire Guard 
Co. 


H, V. 


Ludwig 


Prospects Bright 


For Reopening 


Franklin Plant 


(Continued from Page 1) 
the identity of the bidder nor 
the amount offered has been re- 
vealed. 


The trustees are informed that 
this bidder proposes to produce 
ls low-priced air-cooled car and 
retain the Franklin name. 

At least one other offer is said 
to be in the hands of the trustees 





M EM A_ Dinner 


Set for November 20 


New York, Oct. 12.--The Motor 
and Equipment Manufacturers 
Assn. will hold an informal mem- 
bers’ dinner meeting in Cleve- 
land on Tuesday, Nov. 20, at the 
Hotel Cleveland during the week 
of the Automotive Service In- 
dustries Show. 

This dinner meeting, which is 
scheduled to begin at 6:30 p. m., 
will be the annual members’ busi- 
ness meeting and will supplant 
the session or sessions held dur- 
ing the daytime in former years. 





Spending the Service Dollar 


BRAKE SERVICE 


Ly 


LUBRICATION 


20. 







BODY AND 
GLASS SERVICE 


IS. 


30- 







FRONT END 
SERVICE 


Ey 


BATTERY SERVICE 


CAR WASHING AND 
POLISHING 






& CHASSIS 
SERVICE 


10. 








Where the service dollar goes is clearly shown in this “pie-chart” 


prepared by the Ford Motor Co. 
cents of the dollar and the white the remaining 30 cents. 


The blue segments represent 70 
According 


to reliable statistics, says Ford, the white segments of the service 


dollar are about all the dealer gets. 


The remainder goes largely to 


supers service stations. 


General Motors September 


Consumer Sales at 71,648 


New York, Oct. 12.-September 
sales of General Motors cars to 
consumers in the United States 
totaled 71,648 compared with 71,- 
458 in September a year ago. 
Sales in August this year were 
86,258. Sales for the first nine 
months of 1934 totaled 754,121 as 
compared with 644,892 in the cor- 
responding nine months of 1933. 

Sales of General Motors cars to 
dealers in the United States in 
September totaled 53,738 com- 
pared with 67,733 in September a 
year ago. Sales in August this 
year were 87,429. Sales for the 
first nine months of 1934 totaled 
841,588 compared with 672,545 in 
the corresponding nine months of 
1933. 

September sales of General Mo- 


Houde Decision 
Ends Test Case 
On Section 7-A 


(Continued from Page 1) 
ment decision and to have 
posed it. 

The decision against prosecu- 
tion was based upon the conclu- 
sion of justice officials that “re- 
gardless of the merits of the case 
from an administrative stand- 
point,” there is insufficient evi- 
dence upon which to base court 
action. 

The decision was heralded as a 
victory for the American Federa- 
tion of Labor and was denounced 
by the National Association of 
Manufacturers. The latter or- 
ganization urged the Houde com- 
pany to fight the ruling and busi- 
ness organizations everywhere 
joined in the protest. 


Federal Truck Wins 


Big Army Order 
Detroit, Oct. 12.—An order for 
399 trucks, cabs and bodies total- 
ing close to a million dollars has 
been awarded by the War Depart- 
ment to the Federal Motor Truck 
Co., according to an announce- 
ment made by M. L. Pulcher, 
president of Federal. 
These trucks, all of 2%4-ton ca- 
pacity, will be of special four- 
wheel drive design, 


op- 


tors cars to dealers in the United 
States and Canada, together with 
overseas shipments, totalled 71,888 
as against 81,148 in September a 
year ago. Sales in August this 
year were 109,278. Sales for the 
first nine months of 1934 totaled 
1,065,766 as compared with 784,302 
in the same nine months of 1933. 

Below is a tabulation of Gen- 
eral Motors monthly sales for 
1931, 1932, 1933 and 1934 to date. 
The figures are segregated to 
show: (1) Sales of General Mo- 
tors cars to consumers in the 
United States; (2) sales of Gen- 
eral Motors cars to dealers in the 
United States, and (3) total sales 
of General Motors cars to dealers 
in the United States and Canada, 
plus overseas shipments. 

Sales to Consumers in U. S 











1934 1933 1932 1931 

January 22,458 50,653 47,942 61, 50e 
February 58,911 $2,280 of 
March os, 17 4 47,436 
April 106,349 71,599 
May 95,253 85,969 
June 112,847 101,827 
July 101,243 87,298 
August 8,258 
September 71,648 
October 
November : 
December ll. ‘951 

Total 755.778 510,060 987,537 

Sales to Dealers in U. S. 
1934 1933 1932 1931 

January 46,190 72,274 65,282 76,681 
February 82,222 50,212 52,539 80,373 
March 119,858 45,098 48,388 98,943 
April 121,964 74,242 69,029 132.629 
May 103,844 85,980 60,270 136,778 
June 18,7 89 99,956 16,148 
July - 54 92,546 31,096 
August "429 84,504 24,151 
September 53,738 67,733 23,545 
October 41,98 R10 
November 3,483 2,405 
December 11,191 44,101 68,650 

Total 729,201 472.859 928,630 


Total Sales to Dealers in U. S. and 
Canada Plus Overseas Shipments 











1934 1933 1932 1931 

January 62,506 82,117 TA.710 89,549 
February 10,848 59,614 62,850 5,008 
March 153,250 58,018 59,696 119,195 
April 153 86,967 TR.B59 154,252 
May 132,837 98,205 06,739 153,730 
June 146,881 115,701 52,561 111,658 
July 134,524 106,918 872 87,449 
August 109,278 97,614 0.419 70,078 
September 1,888 81,148 0,117 58,122 
October 53,054 10,924 
November 10,384 5,781 
December 21,295 53,942 

Total 869,035 562,970 1,074,709 

Unit sales of Chevrolet, Pontiac, 
Oldsmobile, Buick. LaSalle and 


Cadillac passenger and commer- 
cial cars are included in the above 
figures. 








: 
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Vote Shows Definite ‘Swing - to Dealer Code Side 





Government Competition 
In Credit Extension 


Assailed by Finance Group 


Chicago, Oct. 12.—Vigorous pro- 
test against the government’s 
policy of competition with pri- 
vate enterprise is contained in a 
resolution passed by the National 
Assn. of Finance Companies, 
copies of which were wired to 
President Roosevelt and James 
A. Moffett, Federal housing ad- 
ministrator. 

Declaring that the association 
“has viewed with approval the 
purposes of the administration to 
lessen the force of the economic 
depression, to relieve distress, to 
increase employment, to stimu- 
late industry and to _ increase 
trade,” the NAFC resolution con- 
tinues by stating that “in harm- 
ony with the purpose of the ad- 
ministration, the finance com- 
panies of the United States have 
continued to accord credit facili- 
ties to manufacturers, distribu- 
tors and retailers of durable mer- 
chandise and have enlarged such 
facilities to extend credit where 
then existing credit facilities had 
shrunken or ceased to be avail- 
able.” 

The text of the resolution next 
stresses that the finance com- 
panies “have an aggregate capital 
and capital resources sufficient 
for the financing required to sup- 
port the sale of durable goods 
sold on instalment credit to con- 
sumers,” and that despite this 
position “the government has or- 
ganized various agencies for the 
extension of credit.” 

Unfair competition is charged 
in the statement that the volume 
of such governmental agencies 
has been enlarged “at the ex- 
pense of private agencies and 
while increasing the volume of 
employment by government agen- 
cies, on the other hand, decreas- 
ing the volume of employment by 
private agencies. 

“This association, 


aspects, | believes that direct" com- 


thinking of | 
the public interests in its broader | 


petition by governmental agen- 
cies not subject to taxation is 
injurious to private enterprise 
and a threat to the profits of 
private enterprise, which must be 
looked to as a major source for 
taxes. 

“Therefore, this association re- 
spectfully presents to the govern- 
ment that the policy be definitely 
abandoned of competing with 
private enterprise in lines of 
trade for which facilities are 
available for the needs of such 
trades and industries.” 

Directors of the association at 
their meeting re-elected T. E. 
Courtney, president of the North- 
ern Illinois Finance Corp., De 
Kalb, Ill, as president. Vice- 
presidents re-elected were Glenn 
B. Ryman, president of the 
American Discount Co., Atlanta, 
Ga.; A. D. Weller, president of 
the Credit Acceptance Corp., 
Rochester, N. Y., and L. C. Tup- 
per, president of the Securities 
Investment Co., St. Louis. L. M. 
Siever, president of the Automo- 
bile Banking Corp., Philadelphia, 
was added as a vice-president to 
succeed W. D. Troyer, president 
of the General Finance Co. of 
Louisiana, New Orleans, who re- 
mains as a director. 

Cc. L. Landen, vice-president of 
the Securities Investment Corp., 
Omaha, was re-elected as treas- 
urer. Milan V. Ayres, analyst of 
the association, was re-appointed 
also as acting secretary. 

New directors elected by the 
members were Horace K. Corbin, 
Newark, N. J.; Donald L. Davis, 
Williamsport, Pa.; J. V. Hausam, 
Hutchinson, Kan.; J. B. Perlee, 
Duluth, Minn.; Cleves Rhea, Fort 
Worth, Tex., and W. G. Schweigert, 
Denver, Colo. Three additional di- 
rectors are to be chosen through 
mail ballots in three of the twelve 
federal reserve districts, the other 
nine being now represented on 
the directorate. 





MEWA to Study Buying 
Plan at Cleveland Meet 


Chicago, Oct. 12.—-The new 
Motor and Equipment Wholesal- 
ers Assn.—sponsored by co-oper- 
ative buying plan, which has been 
the subject of much interest in 
the jobbing trade, and the de- 
tails of which are creating con- 
siderable speculation—will be put 
up to members at the MEWA an- 
nual meeting in Cleveland next 
month, just preceding the Auto- 


motive Service Industries show 
in that city. 
Officers and _ directors have 


worked out a definite plan, but 
no details could be secured from 
MEWA headquarters here today. 
In the absence of B. W. Ruark, 
general manager, it was stated 
that the buying program cannot 
be divulged until it is brought 
before members of the associa- 
tion at their Cleveland conven- 
tion. 


Many MEWA members have 
been sounded out during meet- 
ings of jobber groups in various 
parts of the country. These have 
been attended by E. T. Satchell, 
president of the association, as 
well as Ruark, Walter Lawrie, 
assistant general manager, and 
various MEWA officers. 


Although rumors and guesses 








are going the rounds as to the 
form the co-operative buying plan 
will take, Ruark stated before his 
departure this week that there is 
nothing at present to announce 
on the subject. 





Colo. Motorists 


Get Tax Rebate 


Denver, Colo., Oct. 12, — 
Homer F. Bedford, state 
treasurer, has ordered sev- 
eral thousands dollars re- 
funded to truck owners of 
Jolorado on the ground 
that license fees charged 
them were too high, it was 
learned this week. 

Truck licenses have been 


collected on a sliding scale 
depending upon the actual 


weights of loads carried. 
Bedford has ruled that the 
licenses should be based on 
the factory ratings of truck 
capacities. 

Refunds in Denver are 
expected to amount to 
about $500. Refunds in 
Baca County are expected 
to amount to about $350, 
according to the estimate 
of county officials there. 








Star Ford Truck ” Enforcement Is Weakest 
Spot, Comments Indicate 


Salesmen Merit | 


Trips As Prize| 


Chicago, Oct. 12.—Visits to the 
Chicago World’s Fair, the Dear- 
born plant of the Ford Motor Co. 
and a day at the world’s series in 
Detroit this week as guests of 
the factory were the fruits of 
victory for 16 ace truck salesmen, 
all members of the “White” team 
in a nation-wide contest against 
the “Blues.” 

The stars honored in this fash- 
ion and the branch territories in 
which they operate were: W. K. 
Scott, Alexandria, Va.; Edward 
Livesey, Atlanta, Ga.; W. S. Hill, 
Buffalo, N. Y.; F. C. Phillips, 
Chester, Pa.; D. K. Scott, Cincin- 
nati, O.; W. L. McCoy, Cleveland, 
O.; A. C. Rice, Denver, Colo.; R. 
M. Stoudt, Fargo, N. D.; L. G. 
Russell, Houston, Tex.; A. H. 
Anderson, Milwaukee, Wis.; J. N. 
Beckwith, New Orleans, La.: C. 
M. Maxwell, Oklahoma City, 
Okla.; J. S. Davis, Omaha, Neb.; 
Cc. C. Adams, Richmond, Calif.; 
M. D. Borah, St. Louis, Mo., and 
S. C. Peterson, Somverville, Mass. 

Acting as hosts to the commer- 
cial car sales winners in the Ford 
building at the Fair were D. J. 
Hutchins, head of the commercial 
division of the company; F. J. 
Rice and B. R. Donaldson of the 
home office sales staff; W. K. 
Edmunds, Chicago branch man- 
ager; W. C. Patterson, assistant 
branch manager, and J. R. Rick- 
ert, Chicago branch commercial 
manager. 


September Sales 


Estimate is Set 
At 129,000 Units 


Detroit, Oct. 12. Passenger 
car sales in 106 leading cities in 
the United States averaged 1,507 
cars per day for the first 26 
days of September, according to 
reports received by R. L. Polk 
& Co., and made public today 
in the company’s weekly sum- 
mary of motor car registrations. 
This figure compares with 1,880 
cars per day in September, 1933, 
indicating a probable total of 
125,000 units for the country. 

In August of this year, sales 
in these cities amounted to 2,272 
cars per day, compared with 
which the September daily sales 
of 1,507 are off 33.7 per cent, 
indicating a total for September 
of about 129,000 units. 

With but seven states report- 
ing this week on September 
registrations, Polk feels that a 
dependable estimate on the total 
for the month cannot be made 
at this time. From the limited 
information on hand, however, 
Polk believes that, when total 
registrations are tabulated, the 
figure will be between 130,000 and 
140,000 units. 





‘Depression Made’ Car 


Enjoys Own Popularity 

New Holstein, Wis., Oct. 12.— 
A novelty automobile, a by-prod- 
uct of the depression designed 
by Paul Blumberg, vice-president 
of the Meili-Blumberg Co., Inc., 
in search of new business when 
the company’s regular line of 
road sweepers, hydraulic load- 
ers and small tractor accessories 
fell on slack days, is meeting 
with a good reception. 

With a wheelbase of 50 inches, 
and an over-all length of 90, the 
car is built in two sizes, to ac- 
commodate one person or two. A 
four-cycle air cooled lLauson 
motor, made in New Holstein, 
drives the machine at speeds of 
four to 25 miles an hour. Child- 
ren have been the principal users, 
although in recent months a de- 
mand has developed for the mini- 
ature cars as advertising medi- 
ums with bodies built in the 
shape of whatever product is to 
be advertised. 











(Continued from Page 1) 


this about-face on the part of the 
dealer body. It would appear to 
be the fairer explanation to state 
that those dealers in favor of the 
code, upon seeing the amount of 
anti-code sentiment throughout 
the country decided to get in 
some licks of their own. 

The question of obtaining 90 per 
cent enforcement of the code has 
also provided a_  different-com- 
plected answer. A total of 53 
dealers is of the opinion that this 
percentage can be reached, with 
34 dissenting and one refusing to 
answer, 

Oppose Changes 

The reversal of form holds true 
throughout the entire ballot. The 
question of reducing the code to 
its wages and hours provisions 
only, eliminating the marketing 
provisions, at first was held in 
great favor by the voters. As 
shown by the tabulation of the 
new ballot, 53 voters are against 
such a move, with 34 in favor of 
it, and one not commenting. 

Regular attendance at the code 
meetings is reported by 83 deal- 
ers, compared to five who say 
they stay away. 

A good record is shown in the 
report of used car transactions to 
the code authority, with 84 saying 
they do make monthly reports, 
and three reporting otherwise. 
One dealer refused to answer this 
question, probably believing that 
no answer is better than a poor 
excuse. 

Favors Consignment 

Several dealers took advantage 
of the opportunity to make sug- 
gestions as to how to improve op- 
erating conditions under the code. 
Better enforcement was the big 
point in most of the suggestions. 

One suggestion was that the 
dealer be permitted to sell the 
customer’s car before the deal 


Electric Automobile Name 


Reed Purchasing Chief 
Toledo, O., Oct. 12.—E. H. Reed, 
general purchasing agent of the 
Electric Auto-Lite Co., has been 
promoted to the position of di- 
rector of purchases of Auto-Lite 
and 17 affiliated companies. 
Reed, who has been general 
purchasing agent of Auto-Lite 
for 20 years, will have entire 
supervision of all purchases for 
each of the affiliated plants. All 
buying will be handled directly 
through Reed’s office at the main 
plant in Toledo. 


of securing business? 


_ a 


pliance can be obtained? 


Yes... 


wages and hours? 


Yes. 


Suggestion 


Yes 


2.—State whether or not in your opinion 90 per cent com- 


3.—Assuming that all marketing provisions of the code were 
eliminated and only wages and hours provisions re- 
mained, are you willing to contribute and pay NRA 


4.—Are you satisfied with the code as it now stands? If not 
what would you suggest to improve it? 


on the new car was made, and 
also to allow him to trade on real 
estate, bonds, certificates of de- 
posit or other securities at his 
own judgment, 

Kegarding chiselers, the sugges- 
tions ranged from making their 
names known publicly to tossing 
them in jail. 


A better compliance’ record 
could be obtaineu, thought one 
dealer, with the enactment of 


state laws to make it possible to 
bring violators into state courts 
rather than to wait for the fed- 
eral judiciary to act. 

Another suggestion was made 
that a clause be incorporated into 
the code requiring manufacturers 
to advertise prices which would 
include all the equipment a deal- 
er is forced to take. ‘The present 
method, it is charged, is unfair, 
and misleading to both the deal- 
ers and the public. 

Price Kicks Vary 

One dealer reported that he 
never did attend code meetings 
and he never will, the same at- 
titude holding true in regard to 
reporting his used car transac- 
tions. ‘Lhen he states that he is 
dissatisfied with the current op- 
eration of the code. 

Several replies were directed at 
the “causa bellum,” the used car 
prices as shown in the official 
guide. Some consider them too 
low, some consider them too high, 
and some would have them done 
away with entirely, leaving the 
trade-in question one of competi- 
tive bidding rather than sensible 
appraising. It was also suggested 
that if the dealer has to make 
his trade in a manner that will 
cause him to show a loss on the 
new car sale he should not be in 
business. “Make the dealers 
qualify for the dealerships,” says 
this voter, “and eliminate the 
jack-leg dealers.” 

Old Votes Shown 

But the principal thought run- 
ning through all the suggestions 
was a plea for better enforcement, 
by means of stricter code vigil- 
ance, heavier penalties for viola- 
tors, more rapid investigations, 
and more code authorities, 

In fairness to those dealers who 
expressed their view toward the 
code on the first code ballot that 
appeared, which votes, of neces- 
sity, are not included in the re- 
vised ballot tabulation, we also 
show the returns from these 
ballots. 


Rakion Cade Ballot 


1.—State whether or not the code has resulted in financial 
benefit to you since its inception, taking into consid- 
eration any extra overhead charges, detail work or cost 





6.—Have you made monthly reports to your code authority 
regarding your used car transactions? 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so lony as tt 
18 in our churge, will never chumpion the cause vj any 
individual or any corporation which w not for the vest 
interests of the automotive industry as a whole. Nor 
wil its columns be used to spread gossip vor inflame 
predjudice. Jt will confine itself to the up-building of 
the udustry it i pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 





SATURDAY, OCTOBER 13, 1934 


Looking Forward Under the Code 


N another page in this issue is reprinted a letter re- 

celved trom a dealer who criticizes our stand on the 
code as presented in the Saturday, Oct. 6, issue on the 
basis that the writer of that editorial apparently never 
had been a dealer of any kind. From this stand we would 
presume that this dealer would never have his hair cut by 
a baid-headed barber, his gout treated by a doctor who 
was not then suiering trom gout, or his teeth extracted 
by a dentist not sulering the pangs of a jumping tooth 
ache. Judge Landis would be barred as baseball arbiter 
and Will mayes eliminated as movie czar on the basis that 
one had never touched first base and the other had never 
taced the kliegs. 

‘’his 1s not said as a criticism or defense. We highly 
respect the views and ability of the letter writer referred 
to. His reasons for opposition to the code are much more 
important than his opinions of editorial writers. His 
reusons as stated are several. First, the code is unfair to 
the buyer. Used car allowance values are too low. Let 
us analyze this. Under the code, before striking an aver- 
age value, the lowest priced 20 per cent of all cars sold 
in a given zone during the month are deducted. This re- 
sults in placing the maximum trade allowance for a given 
make and model car in a zone at the average value of the 
top 80 per cent of the cars sold in that zone rather than 
at the average of all cars sold in the zone. If this is un- 
fair to anyone the dealer is the goat. The clause was in- 
serted by the Consumer’s Board representing the buyers. 

This dealer then also calls attention to the fact that 
one buyer may have a 1928 car in good condition, for 
which the code will allow him only $38. Another buyer 
has a 1933 car in terrible condition, for which he says the 
code allows him $450. Now, these figures are arrived at 
on the basis of actual sales in each zone. After adding 
together selling prices of all the 1928 models referred to 
and deducting the 20 per cent representing the lowest 
price, the total is divided by the number of cars sold in 
the highest price 80 per cent. If this results in a book 
price of only $38, it is a safe assumption that $38 is about 
all the buyers in that zone will pay for such a car. 

The same procedure is used in arriving at the $450 valu- 
ation. But, the dealer is not constrained to pay $450 for 
a heap of old iron which, in spite of any code books or 
theories, will not bring that much in the open market. It 
is on such deals that the dealer must exercise his own 
judgment. If it’s automobiles, beeswax or bonds in this 
world, things are worth only what they will bring on re- 
sale. Only sentiment can add value to an article above 
its value in the open market. And there is not much room 
for sentiment in business. 

Entirely too much reference is made to the “price-fix- 
ing” clauses of the code. Price fixing would mean that a 
certain set price is named for a certain make and model 
car. This price could be neither cut or exceeded. The 
price guide makes no effort at price fixing. The guide 
book merely tells the dealers what the top of the market 
cars are selling for in this section. In order to prevent 
selling at below cost, which would be unfair competition 
in any language, it specifies that the dealer cannot pay 
more than this top price for a used car in trade. Under 
that price, and up to it, the field is open for the dealer to 
exercise his own judgment. Under the code the dealer’s 


chances of increased profit in an ascending market are 
enhanced and his chances for a disastrous crash in a de- 
scending market are lessened. 


Another complaint made by this dealer is that the code 
(Continued on Page 8, Col. 4) 


FREE 


AIR 


By Cliff Knoble 





HE more a salesman thinks of 
himself, the more time people 
are willing to give him for the 
purpose. 
+ * * 

IF WE BOUGHT CARS the 
way we elect Congressmen, we’d 
always patronize the salesman 
who made the most extravagant 
promises. 

* + ok 
The Heights of Optimism 

TRYING TO CONVINCE a 
lady motorist she should pay at- 
tention to anything behind her 
own car. 

ok * * 

THE OLD BOY who used to 
sneak out into the back pasture 
and ride the horses, now wonders 
whether his son is going to the 
devil because he takes out the 
car without permission. 

ok of * 


Daffy Definitions 
Inflation— just another name 
for “capital” punishment. 
* of aK 


ANOTHER REASON why he 
made up his mind to buy a new 
car is because “she” gets such a 
kick out of her friends’ envy. 


* * * 


ADVICE TO SALESMEN 
Never argue with a customer. 
You may be right. 


oo + * 


IT IS EASY to start a con- 
versation with a motorist. You 
just ask, “what do you think 
about another increase in the 
oo 


gasoline tax? 
* * * 
Silly Simile 
As bright and shining as a fat 
man’s nose. 
+ ok x 
MANY A MAN chooses a pro- 
fessional career so he won’t have 
to work under a boss. And then 
gets married. 
* * ” 


People are pretty dumb, but 
there are limits. You never hear 
a man sobbing because they don’t 
build tires like they used to. 


* * * 


THE TIME is again approach 
ing when certain dealers will put 
a new car on the showroom floo: 

and wait—and when prospect: 
fail to flock to their showrooms, 
pen indignant letters about th 
ineffectiveness of the factory's 
advertising. 

4 * * 


Suggestions to Service Men 


You can’t do your best work 
when you are overtired. Call in 
the car washer occasionally and 
let him finish up the job. It is 
right that you should take an in- 
terest in an ambitious boy, and 
see that he has such opportuni- 
ties of self-improvement. If he 
does it wrong, the time required 
to do it over adds to the shop 
profits. 

* * * 

A SALES MEETING is an oc- 
casion where some salesmen 
spend an hour learning things 
that require almost all the rest 
of the day to forget. 


a *# * 


THERE’S ONE redeeming fea- 
ture in a failure. He doesn’t 
force you to listen to his brag- 
ging about being a_ self-made 
man, 

” * * 
Queer Queries 

Dear CK—What could I do to 
stop a feller from racing his en- 
gine outside my bedroom window 
at six o’clock every morning?- 
Tired Tom. 

Dear Tom-—TInvite an _ over- 
worked traffic officer to spend 
the night at your home. 
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Contented 


Comes From 


Cows’’ 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Likes Code Stand 


It has been my good fortune to 
have met you on several occasions 
in connection with code activities 
and my reaction to your attitude 
towards the code has been most 
favorable. 

After reading the letters appear- 
ing in your Sept. 29 issue, I felt 
that an expression from someone 
having had close state contacts and 
somewhat of ag national picture, 
would be most timely. 

I have just now read your edi- 
torial in the last issue of your 
paper and take this opportunity to 
compliment you and thank you for 
the splendid support. 

I will appreciate your 
the enclosed paper an article 
rather than a letter. I hope it 
is of sufficient importance to justify 
such a position. 


publishing 
as 


as 


Thanks again for the splendid 
service you are performing to the 
dealer body.—Herman G. Wangelin, 
chairman, Illinois State Advisory 
Committee Member, National Con- 


trol Committee. 
Ed. Note: The article mentioned by 
Mr. Wangelin will appear in a sub- 
sequent issue. 


We Are Flattered 
(By Telegraph Oct. 8) 

Congratulations on your fine edi- 
torial Oct. 6 edition. May we re- 
print for distribution to Texas deal- 
ers giving you credit of course ?— 
State Advisory Committee of Texas, 
1101 West Seventh street, P. C. 
Record, secretary. 


Likes Cartoon 


What would you charge for 100 
copies of the “Get Back on Gold 
Standard” cartoon in the issue of 
Oct. 16? We are hammering away 
at our dealers ¢onstantly and could 
use 100 copies very nicely,—Very 
truly yours, R. E. Rosain, Packard 
Motor Car Co. of Chicago. 


Shocked 
We 


code 


were “surprised” that any 
commissioner should question 
any dealer as to the amount of 
business involved when a question 
of principle is under consideration. 
—Espy W. H. Williams, Automotive 
Service Bureau, Baltimore, Md. 


Congratulations 


Permit me to congratulate you on 
your very wonderful editorial in the 
Oct. 6 issue of the Automotive Daily 
News “Where ADN Stands on the 
Code—and Why”. 

I believe it was a very splendid 
article and I certainly agree with 
you on every word. 


In my opinion this article will 
bring to the realization of every 
substantial dealer in our industry 


the fact that the Automotive Daily 
News is working for their interests. 
- ¥ B. Gregg, McKinley-Gregg 
Automobile Co., Pittsburgh, Pa. 


"== WOrd in 


edgewise” 


By the Publisher 





“These are great days for dumb 
guys!” said Leo McGivena of the 
“New York News” in Cincinnati 
the other day and then went on 
to prove it in so vivid and con- 
vincing a manner that I most 
cheerfully give up the balance of 
my column to it, knowing that 


you will appreciate its sound 
horse-sense as I did: 
“Great times for 


Great Times men who don't 
for know enough about 
Dumb Guys! the gold standard, 
the profit motive, 
taxation, inflation, and all the econ- 
omic bugaboos to be afraid,” he 
continued, “great times for men 
who know only enough to believe 
and try and keep working. 


“For while the Goliaths toss 
uneasy in their swivel chairs 
there are small Davids in the 
backyards of business trying out 
their slingshots—and getting to 
be pretty good. 


“While many of the big men 
falter, a lot of the little ones are 
forging ahead. This country is 
never so poor that it isn’t selling, 
and there is always business 
worth working for. After this 


(Continued on Page 17, Col. 5) 











The last word in modern trains! The last word 
for engine efficiency—the Bohnalite Cylinder 
Head and Nelson Bohnalite Piston. These 
latest developments have established new 
aa TeoE Mol Mlb eMule im le lela 


BOHN ALUMINUM & BRASS CORPORATION, DETROIT, MICH 
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Terraplane Toughness Runs 
Now On in 14 Sections 


Detroit, Oct. 12. 
runs being conducted at 14 points 
throughout the United States are 
moving rapidly toward their ob- 
jective of proving the toughness 
of the rank and file of Terra- 
plane cars after having first been 
driven several thousand miles by 
the owners. Two runs already 
have been completed one ending 
in Detroit last week and the other 
ending in Columbus, O., on Mon- 
day. 

The Michigan car which had 
been making an 1,800 mile circuit 
through three states for two 
weeks, running night and day, 
ended the run with a total mile- 
age on the clock of 25,219 miles. 
The car already had been driven 
13,767 miles by its owner before 
the run was started and 11,452 
miles were put on during the run. 
In the last 24 hours of the drive 
the car traveled 899 miles. 


The Columbus run_ which 


Bendix to Hold 


Carburetion Clinic 





Detroit, Oct. 12.—A clinic deal- 
ing with carburetion and fuel sys- 
tem is to be held here on the 
evening of Oct. 17 for the car 
dealer service managers and me- 
chanics and on the evening of 
Oct. 18 for the independent auto- 
motive service trade at the Ben- 
dix Brake Co., 5750 Cass Ave., 
factory branch for Bendix Prod- 
ucts. 


The clinic and open forum dis- 
cussion of service problems rela- 
tive to carburetion is the style of 
the meeting. It is for general en- 
lightenment of service men. The 
meeting is a part of a nation wide 
program instituted recently by 
the Bendix Products Corp. and it 
has been acclaimed by service 
men in other cities as one of the 
most aggressive steps toward 
solving modern day service prob- 
lems connected with the carbure- 
tion and allied equipment. 


Toughness 


j 


|}ended Monday clocked 10,518 
| miles in addition to the 13,906 
| miles which the owner, Sheriff 
| Clyde Hesmer, had placed on it 
| before the car was turned over 
| to the factory for the run. This 
' was Hesmer’s 15th Hudson built 
car. Weather was bad through- 
out the run with most of the 
night driving done through fog. 
The route selected included miles 
of winding mountain road in 
Ohio, Indiana, Kentucky and W. 
Virginia. In addition to the 
regular running the car was sub- 
iected to a number of special side 
jaunts over rough highways and 
also put on second gear runs at 
several points. 





AMA Production 
For September 


At 113,316 Units' 


Leaf Spring Group 
Opens Detroit Office | 


New York, Oct. 12..-Members 
of the Automobile Manufacturers 
Assn., formerly the National Au- 
tomobile Chamber of Commerce, 
produced 113,316 units in Sep- 
tember, according to an estimate 
released today by Alfred Reeves, 
vice-president. 

On the basis of the association's 
estimate, the September output 
was 32 per cent under August 
and 23 per cent under the output 
for the corresponding month 
last year. 

Nine-months production of as- | 
sociation members was estimated | 
at 1,752,460, an increase of 34} 
per cent over the output for the 
same period in 1933, and is 17 
per cent more than the output | 
for all of last year. 


The association’s report in- 
cludes the operations of all but 
one major manufacturer in the 
United States. The report is 
summarized below: 

September 1934 113,316 
August 1934 166,321 
September 1933 147,800 
Nine Months 1934 1,752 460 
Nine Months 1933 1,303,229 











‘Sparks 





Chris 
By Sinsabaugh 








included Dave 
Just a greenhorn so far 
con- 


which 
and me. 


as newspaper work was 


Beecroft | 


cerned, but a wow on research 


and with a technical background 
that served him well on the job. 
That’s what got him started on 
eyclecars and he designed the 
Imp and Motor Age lost him. 


* * 


FROM THEN ON there was no 
stopping this Bill Stout. From 
the Imp he went to Scripps- 
Booth and designed that snappy 
roadster that still lives in the 
memory of us old timers and 
which was at least 10 years ahead 
of its time in the way of body 
lines and design. Then came the 
war and Bill’s idea of an all- 
metal airplane, which set him up 
as a great aviation authority. His 
Ford connection certainly was 
recognition of his ability and we 
all know what he has done re- 
cently — built a streamlined rail 
coach for one of the big railroads. 

And here I sit—just an editor, 
with the nose on the grindstone 
and the paper about to go to 
press! 


JOHN WARNER, general man- 
ager of the SAE, gave me some 
advance information—that the 
society is going ahead with its 
plans for the big dinner during 
New York show week, 


| vising that he is rapidly conva- 


which | 


should give the show a national | 


flavor. 
Monday night and it also will be 
the celebration of the thirtieth 
anniversary of the founding of 
the organization. A feature will 


The dinner is to be held | 


(Continued from Page 1) | 
| 
| 
! 
| 


be recognition of all the living |} 


ex-presidents. 


* * 


RAPIDLY the recent world’s | 
baseball series is becoming a 
memory, but before it is forgotten | 
entirely, permit the column to re- | 
mind you that the owner of the 
champion St. Louis Cardinals, | 
Sam Breaden, is a Ford dealer, a | 
man long identified with the auto- 
mobile industry. At one time he | 
was a Pierce-Arrow distributor. 

Mebbe the fact that Breaden is | 
a Ford dealer is responsible for 
the ridiculous rumor that’s been 
floating around since the Tigers 
took it on the chin last Tuesday | 

that Henry Ford would buy the 
Cardinals, secure a National 


League franchise and move the 
team to Detroit, with the bal! 


yard at Dearborn. 

All of which, in the opinion of 
this writer, is just so much piffle, 
but which is printed so that those 
who know Henry Ford can get a 
laugh out of it, as I did. 


FROM LOS ANGELES comes a 
letter from Pete De Paolo, former | 
AAA champion race driver and 
long associated with De Soto, ad- | 


lescing from the bad accident he 
had while racing in Europe last 
Summer. His doctors tell him to 
rest at least 12 hours out of every 
24, but you know Pete. 
Pete as an author, he 
written “Wall Smacker,” says the 
book will be out soon and that 
while in Europe he made arrange- 


having | 


|}ments for publication in Great 
| Britain, France, Germany and 
Italy. | 








Terraplane Ends Toughness Run 





Aaron DeRoy, left, with Acting Mayor of Detroit, Fred Castator, right, who has just draped a huge 
laurel wreath over the Hudson-Terraplane Tri-State Flyer which completed the 11,452-mile Ruggedness 


Detroit, Oct. 12.—To fill the 
growing demand for further in- 
formation regarding the new leaf 
spring independent wheel sus- 
pension which has been developed 
by the co-operative efforts of the 
Leaf Spring Institute members a 
Detroit consulting office has been 
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Run last week. 


|opened in Room 417, Stormfeltz- 
Loveley building. The office will 
be listed as the Leaf Spring Insti- 
tute, Engineering Division, with 
Karl K. Probst as consulting en- 
| gineer, according to an announce- 
ment by John H. Shoemaker, 
code commissioner. Telephone 
number is Madison 9626. 

Leaf spring independent wheel 
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suspension as developed by co-| 


} HELP SELL FUR COATS 


operatively engineers represent- 
ing various leaf spring manufac- 
turers, brake, frame and trans- 
mission engineers, was described 
in Sept. 15 issue of Automotive 
Daily News and has created wide 
interest in the trade. The pur- 
pose of the new office will be to 
provide consultation facilities for 
those interested in adopting the 
new design, 


2 ao ses «>| 


avid Way, 


22. HELP SELL CARS <=" 


When Car Dealers Sell Through 


AUSTIN NEIGHBORHOOD-FEEDER 
SALES AND SERVICE STATIONS 


@ It’s a sound, merchandising principle.. 
customers coming in for daily service and even- 


tually you'll sell them a car. 


Because Austin has helped so many dealers 
with the designing and building of Modern Serv- 


ice Stations, more and more 
in Austin Engineers for cons 
have the advantage of Austir 
has covered every type of Au 
tion, industrial and commerci 

It is largely this experience 
Neighborhood Stations so disti 
...that gives them their 24 


- get 


Porcelain enamel walls and other attractive fea- 
tures make these stations highly colorful, atten 


tion compelling. Individual designs and trade 


marks 
marketer 
dealers are calling 
ultation. They all 


1 experience which 


of the car 
and 
Stations are custom-built yet standardized for 
economy. Costs range from $1,000 to $100,000 
per station above foundation. 


manufacturer, oil and gas 


dealer are duplicated. Austin 


tomotive construc- Austin Engineers, with offices in principal 
al. cities, are prepared to apply their complete serv- 
that makes Austin ice to your individual problems whether you 
nective and modern contemplate modernization or the building of 


hour sales appeal. new stations 


SERVICE STATION DIVISION 


. Write, wire or phone 


THE AUSTIN COMPANY 


Engineers and Builders 


for the Automotive Industry 


Cleveland, Ohio, U. S. 





The Austin Neighborhood Selling Plan can profit- 
ably be made a part of your promotion work for 
dealers. Why not let us discuss this subject with 
you? There’s no obligation. 
Neighborhood Service Statio 


A. THE 
AUSTIN METHOD 


In the building of 
ms Austin is drawing 


Offices in Principal Cities 


DETROIT, MICH: 2842 West Grand Bivd., 


Phone MAdison 8874 


upon its 50 years’ experience in the design and con- 
struction of complete plants for industry. Austin 
Engineers will gladly discuss any plant moderni- 
zation plans you may contemplate. Consultation 
involves no obligation. 





ACKAGED CHRISTMAS GIFTS 


hring more husiness for Chevrolet Dealers 


The Pre-Christmas season is a shopping season—and Chevrolet dealers 

will obtain a good share of this business. Last year, a special Christmas 
merchandising program resulted in the biggest December in the history of Chevrolet 
accessory counter sales. This year, the program has new features which will produce a 
still greater volume. National advertising will bring thousands of new customers to 
Chevrolet dealers to shop for Christmas gifts—attractively packaged for presentation. 
The effectiveness of this merchandising plan was tested and proved last year, when its 
success assured a repetition this year. Accessory sales—always a steady source of profit 
to Chevrolet dealers—will be far above the normal volume this December, one of the 
reasons for the greater profit possibilities in the Chevrolet franchise. 


CHEVROLET MOTOR COMPANY, DETROLT, MICHIGAN 


el CHEVROLET |WZA 
ny ACCESS» RIES |e 


CHEVROLET 
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New Winter Oil Proves 


Value to Pontiac Co. 


Pontiac, Mich., Oct. 12.—A year 
ago leading oil companies put on 
the market a series of newly de- 
veloped winter or “W” motor oils 
as an aid to cold weather start- 
ing. They were designated as 
10-W and 20-W oils to distinguish 
them from the well established 
S. A. E. classifications used for- 
merly in wintertime as well as 
throughout the warmer weather. 

The big advantage claimed for 
the new “W” oils is that they 
flow more easily in zero weather 
due to their low viscosity, thereby 
requiring much less effort in 
cranking a cold engine. 

Pontiac Motor Co. was among 
the foremost automobile manu- 
facturers to pioneer the new oils 
last winter, according to L. K. 
Marshall, general parts and serv- 
ice manager of the company. 


The favorable experience reported | 


by this company with “W” oil is 
expected to extend its use greatly 
during the coming winter. 

“An oil which does not flow 
readily in cold weather means | 
hard starting engines, run down 
batteries, frayed nerves and 





ruined dispositions,” said Mar- | 
shall. “The cranking effort very | 
largely determines the ease of | 
starting, and with the ‘W’ classifi- | 
cation of oils the probabilities of | 
quick cold weather starting are | 
increased materially. 

“The common practice among | 
owners of racing a cold engine | 
during the warm-up period tends 


STATEMENT OF THE OWNERSHIP, MAN 
AGEMENT, CIRCULATION, ETC., RE 
QUIRED BY THE ACT OF CONGRESS OF | 
MARCH 3, 1933, 


Of AUTOMOTIVE DAILY NEWS, published 
twice-weekly at Detroit, Michigan, for October 
1, 1934 
State of Michigan, 
County of Wayne, ss 

Before me, a Notary Public in and for the 
State and county aforesaid, personally ap 


peared B. B. Crighton, 
sworn according to law, 
he is the Business Manager of the Automotive 
Daily News, and that the following is, to the 
best of his knowledge and belief, a true state 
ment of the ownership, management (and if a 


who, having been duly 
deposes and says that 


daily paper, the circulation), etc., of the afore 
said publication for the date shown in th 
above caption, required by the Act of August 


24, 1912, embodied 
and Regulations, 
form, to wit: 
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to give excessive wear when 
heavy lubricants are used. 
greater fluidity of the light oils 


insures less wear by allowing a 


more thorough lubrication of the | 


engine parts during the warm-up 
period. 

“High engine speeds and 
sulting high temperatures 
cared for by ‘W’ oils. 
parison, ‘W’ oils will give better 
lubrication over the entire tem- 
perature range, increase gasoline 
mileage, give faster acceleration 
and raise top speed. 

“The scientific explanation of 
the reason for the superior per- 
formance of ‘W’ oils over the en- 
tire temperature range is brought 
out clearly in viscosity tests,” the 
Pontiac service head explained. 


“Viscosity is the internal friction 
or resistance to flow of a liquid. 

“The S. A. E. viscosity classifi- 
cation is established by testing 


The | 


re- | 


lat high speed. 
| eluded Marshall, “When the en- 


|oils at a temperature of 130 de- 
grees Fahrenheit, while ‘W’ oils 
at low temperatures might lead 
| to the erroneous opinion that they 
would break down at crankcase 
| operating temperatures. Tests at 
loperating temperatures have 
| proved that the difference in vis- 
| cosity between S. A. E. 20 and 
10-W oils does not vary widely. 
“Results of tests taken at 60 
degrees F’. showed that the inter- 
nal friction, or resistance to flow 


of an S. A. E. 20 oil was twenty- | 


are | five times greater than that of a 


By com- | 


10-W oil. 

“The point of the entire advan- 
tage of 10-W oil over S. A. E. 20 
is that the heavy S. A. E. oil, 
which is 25 times less fluid than 
the light 10-W oil offers more 
friction in the bearings of an 
engine and therefore makes the 
engine much harder to start in 
cold weather and slows it down 
However.” con- 


gine warms up to operating tem- 
peratures the two oils have al- 
most the same viscosity or flow 





characteristics.” 


Looking Forward Under the Code 


(Continued from Page 4) 

has stifled new car sales. Others say that new car sales 
have been retarded by one-third from what they might 
have been in 1934. This is a statement that none can 
prove or disprove. It is not impossible that sales have 
| been retarded to an extent through the refusal of some 
owners to appreciate that dealers are no longer the saps 
ithe owner always thought they were in the matter of 
| bidding for old cars. 


This year the public has learned that for the first time 
the dealer will give for a used car only what the car is 
worth. This may have kept the chiseling buyers out of 
the market. But this is the first year of the code, it is a 
year following four years of depression, and the number 
of practically valueless used cars offered in trade was 
above normal. 

When the public learns, as it will under the code, that 
there is more pleasure and greater economy in turning in 
its motor cars at the end of three years, rather than hold- 
ing them for seven, the increase in new car sales yearly 
will more than make up for any temporary losses the 





trade has suffered this year under the code. 





White completely changes the transporta- 
tion picture with an entirely new design that 
places payload and power on a profit basis 


Now comes an entirely new kind of ultra-modern 
motor truck for city and inter-city service—a 
heavy duty White with “Underslung Power"—an 
important step forward in highway transportation. 


“Underslung Power” was accomplished through 
sound engineering in development of the White 
12-cylinder horizontally-opposed engine —the only 


* * * 


engine of its kind in commercial use. 


Being of the horizontally-opposed type this new 
engine is flat enough to be placed underneath the 
floor—with the cab moved forward to the extreme 


front of the truck. This modern arrangement of 
power plant achieves perfect weight distribution 
with the lowest center of gravity, and greater 
payload space on every wheelbase. 


Throughout the chassis White has achieved some- 
thing new and better. Outstanding features include 
—shortest overall length with greater maneuver- 
ability —White screwed in Stellite Valve Seats — 
exchangeable wet sleeves—dry sump lubrication— 
full floating rear axle—silent transmission—vunusually 
wide tread front axle—air brakes — exceptional 
visibility, and other safety features. Valves on 
underside of engine—at lowest point of cooling 
system —insure long life by eliminating hazard of 
low water. Beltless cooling fan, driven directly off 
end of crankshaft, circulates air over engine and 
adds to driver comfort by preventing all heat from 
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direct confessions that they are 
violating it, of course, but in their 
plaint that business would be bet- | 
ter if there were no such re- 
straints upon it as the code im-| 
poses. 

“Is business better already?” | 
one asks. 

“Yes, business 
admit. 

“Don’t you think that is the 
result of the code program?” 

“I don’t know. It might be. 
But, I think it would be still bet- 
ter without the code.” 

Wishful Thinking 

How do they know? They don't. | 
They are just indulging some | 
wishful thinking which differs 


is better,” they | 


| nique, 
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Ullman Finds Politics Big Factor in Code ‘Opposition 


3,000 Miles Study Reveals 
General Backing for Code 


1) 


from the wishful thinking 
more than a year ago in that it 
then was concerned with brakes 
that would stop the slide into 
economic oblivion, now with an 


| engine that will pull faster in the 


direction of greater prosperity. 
To one trained to look for the 
effects of the politician’s tech- 
it is easy to perceive one 
facet of the current unrest in the 
retail automobile business. It’s 
a political year. The individual 
who forgot, in his economic tra- 


| vail, that he was identified with a 
| political party is reminded daily 


that he 
Democrat, 
wearer of some _other label. 


TD 


is a Republican, or a 
or a Socialist, or the 


of | 


As | 


o— - 


not conceive that the codification 


political thinking of those who 
created the system. On the other 
side of the fence, the Democrat 
would do the same thing. It’s 
tough—but it is human nature. 

In fact, 3,000 miles of code 
study convinces one that it is hu- 
man nature which is responsible 
for the whole code situation. 

Adds a Question 

At this point, I should like to 
digress to utter what I believe 
to be a pertinent criticism of the 
code questionnaire which is the 
basis of ADN’s referendum on the 
subject. 
me, would be more illuminating 
if it included the question: 


100 per cent if you could be posi- 
tive your competitors were doing 
likewise, either voluntarily 
through strict _enforcement? 





EVELOPI 


anything but a Democrat, he can- | 


of business might be the result | 
of the intelligent rather than the | 


The result, it seems to} 
Would you live up to the code | 


or | 


| ticular question was an unanim- 
ous affirmative. It could not help 
being enlightening. It told me, 


in the abstract, dealers were for 
| objections they had to it from the 
practical 
upon innate distrust of the other 
fellow. 

Condemning the code is just 
another way of saying that the 
individual dealer does not believe 
in the essential honesty of his 
competitor; in other words, that 
business must go on being the 
same old cut-throat enterprise it 
| always has been. 


| the evidence of this attitude em- 
erged in the answers to my ques- 
tions, how akin was the spirit 
it showed to that which results 
these days in industrial contro- 
| versy, strikes, lockouts and the 
‘like. Whether or not it is the 
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_IN TRUCK TRANSPORTATION 


reaching cab. Accessibility is better 
than conventional trucks, the engine 
being easily removed on a dolly. 
Combine all these features with White's 
reputation for quality and you have a 
truck unequalled for Performance, 
Dependability, Economy and Long Life. 
Model 730 and 731—24,000 to 30,000 Ibs. 


gross weight. Also available in tractor-trailer 
units with six wheels for heavier loads. 


Wire accomplishes with the 12-cylinder 


“pancake engine” what the conventional large 


six-cylinder 


truck engine can not. 


The smaller bore of the cylinders means less 


maintenance, 


fuel giving 


horsepower 


"ee la 


secure perfe 


more efficient utilization of 


greater horsepower output per 
cylinder and the use of less fuel for total 


developed. 


ct load distribution. 


The new White 12-cylinder “pancake engine” 
has been achieved by opening the angle of 
type engine so that the two banks of 
cylinders, containing six each, are horizontally 
opposed. It marks a fundamental advance in 
power development and power flow and 
makes possible ideal engine placement to 


Write for illustrated booklet giving detailed description 


of the White 12-cylinder horizontally opposed engine 


THE WHITE MOTOR CO. e CLEVELAND 


* Copyright 1934, The White Motor Company 
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his 


The answer I got to that par-| 
beyond a shadow of a doubt, that, | 


| the code and, more, that whatever | 


standpoint were built | 


I could not help thinking, as | 


| of just guessing, 
| cover that the suspected competi- 





| self, and that 


| new machine. 
| pressions of some of them told 


| grudging 


9 


result of the “New Deal”, there 
is more to be had these days— 
more business, more money, more 
pleasure in living, more relief 
from worry—and each individual 
wants as much of it as he can 
grab. 

So far as the automobile dealer 
is concerned, it seems to me, he 
has looked about him and ob- 
served business again on the up- 
grade. His own books show in- 
creased volume. The other fellow 
obviously is doing better, too. The 
idea dawns upon him that the 
other fellow has a margin on him 
in respect to improvement. From 
there, it is just a short step to 


| the conviction that the other fel- 


low’s advantage derives from 
violation of the rules, to be literal, 
the code. So, the first dealer 
begins to wish there were no code 
or, in lieu of that, to try to find 
ways around it. 
Too Much Suspicion 

If he knew the facts, instead 

he might dis- 


tor is not doing as well as him- 
if the reverse is 
true, it may be due to a dozen 
factors only indirectly related to 
the code. Moreover, he might 
discover the unflattering truth— 


| as I did—that the suspected com- 


petitor is reasoning along pre- 


| cisely the same lines and wishing 


very hard that the code were 
being respected by others as well 


| as himself. 


It is the way of human nature, 
and only incidentally the code, 


works. 
The new car I drove on the 


| trip figured rather conspicuously 
| in my conversations with dealers 
| in cities, towns and villages. Had 


it been necessary, I could have 


| told where different ones of them 
| stood on the matter of the code 
| by their expressions when I told 
| them that I had been allowed 
| only $375 on a five-year old $4,000 


automobile when I purchased the 
Frankly, the ex- 


me they would have done much 


| better by me that that—and much 
| 
' worse by the code. 


But, even 
these seemed to reflect, too, a 
admiration for the 
dealer whose salesmanship over- 


|} came my conviction that the old 
| car was worth more than that. 


Also, I looked for and found a 
lifting of the dealer’s eyebrow 
which indicated he thought me 
something of a strange species 
of customer who could be lured 
into such a deal. 

The majority, however, were 
neither surprised nor inclined to 
think me foolish. They were the 
ones who believe in the code and 
expect it to work like that; who 
wish it were given a chance to 
prevail even if it did delay a new 
ear sale occasionally in the case 


| of the belligerent customer who, 
| for political or other reasons, does 


not believe in codes. 
Outsider’s View 
How do I, an outsider, feel 
about the dealer’s code as a re- 
sult of this observation of its 


workings? 
In answering that question, I 


think of my views as being more 


interesting than important. 
Broadly, I believe in the code 
just as emphatically as the day 
I saw it come out of the unhappy, 
but hopeful, meeting in Washing- 
ton. I do not believe it has failed, 


| except as it has not been given 


a chance. I think its chief handi- 
cap has been not deliberate viola- 


| tion, but the apathy induced by 
| the suspicion of wholesale viola- 


| tion. 


That apathy, turning into 


nullification under the lash of 


political sharpshooting, is serious. 
| Unless the dealership as a whole 
| can come to see the code as hav- 
| ing a social, not a political, origin, 
| it is bound to fail. 


Right now, I should say that 
the code is the victim of thinking 


| which is a confusion of politics 
| with business. 


Believing in it and abiding by 
it, regarding it as a means to keep 
the consumer from running the 
automobile retail trade as he did 
in pre-code days, may be easier 
after the November elections. 
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Studebaker Names San Antonio Car Sales 


Pretz Truck Engineer 


THE INQUIRING REPORTER |) ooo. sei ina, oc. »-| Hold Steady in September 
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oon The appointment of Christian 






Pretz as general production man- | 
° . ager of the | San Antonio, Tex., Oct. 12.—| off with indications of a good 
Today +) Question S t ud e baker New car sales for September held| business. The keen competition 
. : . truck division steady although showing a slight | among the dealers of low priced 
How do new and used car stocks compare to normal? was announced decrease from August figures. A | C8rS was shown when on the last 
How are sales in relation to current stocks? here today. The marked improvement was re-|4ay of the month a total of 84 
announcement ported for the last half of the| Passenger cars were registered, 


was made. by 
W. H. Edwards, 
general man- 





month, and October has started|the greatest portion of which 
peice | were in the low price class. 
ager of the 


A E Total sales for the month were 
oe ar : 5 i ass 

James V. Adley, Adley Co., Bridgeport, Conn., Graham-Paige: “We ae u < a 7 ugust xports aay ee oar Wel Sone 
have more new cars on hand than is usual at this season, having] Of the tude- a phil 
Our used car stock | baker Sales fi a. Off Seasonally | Sales records of individual 





cars and 88 trucks, 
stocked up in anticipation of good autumn sales. ok | kes fol , ; : 
is very low with far fewer cars on hand than normally. Sales have| Corp. of Amer- Christian Pretz | makes follow: Auburn, 3; Buick, 


‘ : bent er ; no | fas 18; Chevrolet, 160 (and 54 trucks); 
been exceptionall ood, maintaining a very satisfactory relationship | !©4-. , ’ ' 
P y & & y y ew The new post gives Pretz direc- | Washington, Oct. 12.—Exports| Chrysler, 6; De Soto, 1; Dodge, 4 


our stock.” * * . ‘ 
to gg rr Ee ey tion of engineering, purchasing | of automotive products from the | (and 5 trucks); Ford, 145 (and 37 
De Soto, Dallas, Tex.: “Our new car stocks are below normal, and | #"d manufacturing of Studebaker United States during August | trucks); GMC trucks, 2; Hudson, 
have been for some weeks. Used car stocks are the lowest in six | ‘Tucks. Pretz has been in con- | registered the usual seasonal de-| 2; Hupmobile, 2; IHC trucks, 7: 
years. Demands for good used cars have set new records. Sales | tinuous service with Studebaker | cline compared with the preced- | Lafayette, 2; LaSalle, 3; Nash, 1; 
with relation to stocks on hand would deplete supplies in 30 days, if | f°T 22 years. After having served | n& a ra, ee aernesy Oldsmobile, 14; Pierce Arrow, 1; 
new shipments were not constantly arriving.” as general foreman of the Olds| im excess of the August, 1933, / Plymouth, 41; Pontiac, 12; Stude- 
* * * Motor Works and as superintend- | totals, according to figures com-| baker, 21 (and 1 truck); Terra- 
ent and vice-president of the | Piled in the automotive trade di-| plane, 8; White Truck, 1. In 
Lee, Inc., Cadillac-LaSalle-Oldsmobile, San Francisco: “Our new and | Maxwell-Briscoe Co. in Detroit, | Vision of the Department of | addition to the above there were 
used car stocks on hand at this time are just about normal and we aoe a —— vo | wounds daisies ‘ = oak Dg sa an ee 
iat se: : : eal udebaker in at city in | ugust, , foreign shipments | Dy out-of - the - county ealers, 
anticipate no difficulty in maintaining our present new car and used as superintendent of plant one. | were valued at $15,834,587 com-| making the total of 452 cars and 
| 





Fred Pabst, general manager, Northern California Division, Don 


—, sales volume throughout the remainder of the year. Business - Fifteen years ago he had charge | pared with $19,058,529 in July and | 88 trucks, for a grand total of 
satisfactory. We are far ahead of last year. In fact, business for a an : 540 its 
this year over last is at least 50 per cent better.” of organizing and building Stude- $8,327,485 in August, 1933. Pas- units. : ; 

* * * baker plants in South Bend, Ind. | senger car demand amounted to In comparison with previous 
’ After the construction of these | 12,431 units, valued at $6,869,196, | years, this is the best sales report 
Frank P. Resel, J. C. Bednar Motors, Inc., Bridgeport, Conn.,| new plants was completed he be- | against 17,493 units valued at $9,-| for September since 1930. Sales 
Hudson-Terraplane: “Our stock of both new and used cars is con-| came works manager, a position | 892,220 in July and 6,447 units,| for September for the past five 
siderably below normal and sales have dropped sharply. Our busi-| he has held with Studebaker until | valued at $3,215,917 in August,| years are: 1933—451; 1932—264; 
ness at the present time is considerably below what it was at this| his present appointment. | 1933, statistics show. 1931—377; 1930—698; 1929—1,131. 
time last year so that the new and used car inventory must neces- | —————-___SEEEESSsSSSSSS—S—COeEFFFFFSFFSSSSSSSSSSSSSSSSSSSSSSSSSS 
sarily be kept as low as possible.” | 

a 








* * 

Henry Cort, sales manager Morriss Buick Co., Dallas, Tex.: “New 
car stocks are normal, but our used car stocks are lower than they fol] eae Boe Ve 
have been for some time—far below normal. This is due to a rather 
unprecedented demand for good used cars. Sales at present, as re- 
lated to stocks on hand, are on a pretty even keel, except used car 
sales are greater than they should be on stock basis.” 

* * * 

M. C. Gale, president, M. C. Gale, Inc., Ford, Emeryville, Calif.: 
“Our normal new car stock is 30 units. Today we have 19 new cars 
on hand. We have a normal used car inventory of 40 units. Today 
we have 45 used cars in stock and they are moving slowly, especially 
the higher priced used cars, from $400 up. However, our new car 
sales are twice as good as last month, and October promises to be | 
one of the best months of the year for us. We delivered 14 new cars 
during the first 10 days and we are almost certain to finish the month 
with better than 40 deliveries against 22 new car sales for September. | Ce Va , t 

* + | ‘ ‘ 

James R. Cochrane, Cochrane Chevrolet Co., Bridgeport, Conn.:: | 
“Our stock of new cars is about normal, while the used car inventory | 
is high. Sales have fallen off badly in the past six weeks, but not | 
to so great an extent as to throw our new car stock out of balance. | 
We are not overloaded with new cars at the present time, if the | 
inventory is compared with sales.” 





Double N-D-Seal, a totally enclosed bearing, solves 
the designer's problem of bearing mountings where re- 
lubrication is either difficult or impossible. Since lu- 
bricant is effectively and permanently enclosed and no 
dirt can enter the bearing. any wear from this cause is 
positively eliminated. Under the moderate speeds for 
which it is intended, maintenance is reduced to zero. 






X. R. Gill, sales manager, Studebaker Corp. of Texas, Dallas, Tex.: 
“New and used car stocks on hand are not more than enough for the | 
next 30 days on present demands. Both new and used car stocks are | 
considerably lighter than they have been for some time. On basis of 
sales the situation is about the same as in pre-depression days, well | 


balanced as related to stocks on hand at this time.” 
*~ a a 

















Mine Car Wheel Bearing, completely eliminates lur” 
 brication expense and keeps out dirt. water and other 
foreign materials. By removing three nuts a worn 
wheel can be taken off and a new one slipped on, 
without a chance of dirt getting into the bearing. Pre- 
loaded and non-adjustable. 


| 

Bob Lowrey, sales manager, Pacific Nash Motor Co., Nash and | 
LaFayette, San Francisco, Calif.: “Our car stock just at normal. | 
Our new car sales are normal and we anticipate an increase in | 
volume rather than a falling off between now and Dee. 31. For the | 
year we are 35 per cent ahead of 1933 in new car business and | 
October promises to be a better month than September. Our used | 
ear stock is about normal, with 43 cars on hand. Used ear sales for | 
the year are ahead of last year despite a falling off of about 15 per | 
cent in our used car sales during the first two weeks of October.” 























Conveyor Roll Bearing, marks the beginning of 
a new era in conveyor design. It is permanently ‘ 
sealed and lubricated forlife. Eliminates all sep- ; 
arate closure parts. Positively dust proof and ser- 

vice free. Think of the advantage of miles of con- 

veyors without need of an oil can or a grease gun! 












Chrysler Heir and Air-conditioner 






Automobile Rear Wheel Bearing, first used on Olds- 
mobile Six. No more leaking grease or slipping brakes, 
no locknuts, thread or grooves on shaft, no grease cups 
or gur fittings. Forever proof against maladjustment 


or neglect. 







These new bearings are proof of New Departure leader- 
ship in bearing design and practice. Before you buy another 
bearing see wha! New Departure has to offer. The New 
Departure Manufacturing Company. Bristol. Connecticut: 
Detroit, Chicago and San Francisco. 









MINE CAR WHEEL BEARING 








JpREAR WHEEL 
BEARING 
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Walter P. Chrysler jr., head of the new Temperature Corp. market- | 
ing the Chrysler made air-conditioning equipment is shown here in 
the Amplex Division plant in Detroit learning the details of making 
Airtemp units. Walter P. jr. is 26 years old. 
























An 
Announcement 
to 


Dealers 
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THE MASS 


“It is interesting to report that the first 


showing of the New 1935 Auburn cars 
was on September 10th and the public 
reaction was so favorable that our ship- 
ments for September were 1040 cars 
against 305 last year. 

“What is particularly gratifying to me is 
the fact that these cars were all ready to 
be marketed when I returned. They are 
the result of the combined experience of 
our entire organization. It is my opinion, 
although I had nothing to do with their 
design, that they are the finest cars 
Auburn has ever built. They are the 
most carefully engineered, are of highest 


PRODUCTION 


AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA, Division of Cord Corporation 





KIND OF CAR 





quality, render the finest performance, 
and are the most beautiful cars to ever 
bear the nameplate of Auburn. 
“Auburn is introducing its new models 
in the fall of the year, for the first time 
in the last ten years. By so doing Auburn 
has enabled car buyers to have a brand 
new 1935 car now that will be in the 
van of the style next year. Not only that, 
but because the new Auburn is a 1935 
model, you get sixteen months use by 
buying now, instead of only four months, 
before your investment is affected by 
obsolescence.” ROY H. FAULKNER 


President 
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Eastman Will Address 
ATA Chicago Convention 





Chicago, Oct. 12.— Joseph B. | 
Eastman, federal co-ordinator of | 
transportation, will be the prin- | 
cipal speaker at the American 
Trucking Assn. first annual con- 
vention, it became known here 
today. The sessions will be held 
from Oct. 22 to 24, inclusive, at 
the Stevens Hotel. . 

Other headliners in addition to 
NRA officials will include Mayor 
E. J. Kelly of Chicago; Sidney 
Williams of the National Safety 
Council; Dr. Albert W. Whitney, 
associate general manager of the 
avational Bureau of Casualty and 
Surety Underwriters; C. L. Dear- 
ing, formerly of the NRA trans- 
portation section, and S. J. Cashel 
of St. Louis. 


Attendance is expected to ap- 
proach or exceed the 1,000 mark, 
according to those in charge of 
arrangements in Chicago. The 
reception of delegates and ar- 
rangements for the convention 
are being handled by the Illinois 
state code authority for the 
trucking industry, Central Motor 
Freight Assn., Cartage Exchange 
of Chicago, Motor Truck Trans- 
portation Assn., Agricultural 


|The Society of Motor Manufac- 
| turers 





Transportation Assn., and Illinois 
Highway Users Conference. 


“Plenty of controversy is ex- 
pected at the first national con- | 
vention of this young and vigor- 
ous industry,” states a_ release | 
from local headquarters, which 
adds a prediction by leaders to 
the effect that “with so many 
sectional groups represented, | 
there is sure to be fireworks on | 
the floor.” 


Federal control of the trucking 
industry will constitute a leading 
topic of discussion, it is stated, 
along with matters such as safety 
measures, weights and sizes of 
trucks and loads, rates and em- 
ployment, wages and hours, bet- 
ter highways and a campaign to 
end hi-jacking of trucks. 


CRevrolet | Makes 
Personnel Shift 
Of Men in Field 


Detroit, Oct. 12.—-Transfers and 
promotion of field personnel in 
the east were announced today 
by the Chevrolet Motor Co., as 
follows: 


At Harrisburg, L. M. Carry, 
formerly city manager at Phila- 
delphia, becomes zone manager 
to succeed F. W. Williams. 

At Pittsburgh, F. W. Williams | 
becomes acting zone manager, 
succeeding A. H. Goodman. 

At Tarrytown, N. Y., G. R. 
Weeks, formerly zone manager 
at Portland, Me., is appointed 
to succeed E. M. Nimnicht as | 
zone manager. 

At Baltimore, E. A. Nimnicht 
succeeds C. J. Peters as zone | 
manager. 

At Portland, Me., C. J. Peters | 
is named zone manager to suc- | 
ceed G. R. Weeks. 


Western Dealer Group | 


Elects Pinkerton Head | 


Seattle, Wash., Oct. 11—H. R.| 
Pinkerton of Yakima was re- 
elected president of the Inde- 
pendent Automotive Assn. of 
Washington, at the recent state 
convention held in Spokane. J. 
H. Ray of Spokane was chosen 
vice-president; E. C. Bunker, 
Seattle attorney, state secretary, 
and K. T. Foster, also of Seattle, 
treasurer. 


Trustees were elected as fol- 
lows: A. L. Haggard, Seattle; 
Ed W. Schultz, Everett; N. C. 
Richardson, Yakima; R. W. 
Garvin, Port Angeles; Lloyd 
Dresser, Spokane; J. P. Russell, 
Chehalis, and J. P. Burke, Lewis- 
ton, Idaho. Foster is president 


of the Automotive Maintenance 
Assn. of King County, the pioneer 
organization of this kind, while 
Bunker is its secretary. 


AUTOMOTIVE DAILY NEWS, SATURDAY, OCTOBER 13, 1934 


British Car Output 
Shows Strong Gains 
(UTPS)—(By Mail). 


London 


and Traders announces 
that the production of automo- | 
tive vehicles in Great Britain | 
during the nine months ending 
July 31, consisted of 208,577 
private cars and taxicabs and 
65,343 commercial vehicles, the 
comparative figures in 1933 be- 
ing 177,698 private cars and taxi- 


cabs and 48,604 commercial ve- 
hicles. 
Registrations of vehicles for 


use in Great Britain got the ten 
months ended July were 297,495, 
the corresponding figure for July, 
1933, being 242,845, a percentage 





increase of 22.5. The registra- 
tions in Northern Ireland also} 
increased from 4,291 to 4,853 and | 
in the Irish Free State from 3,008 | 
to 5,368. 


Pittsburgh Service Men 
Hold Officers’ Election 


Pittsburgh, Pa., Oct. 12.—At the 
annual meeting of the Service 
Managers’ Division of the PADA 
the following officers and direc- 
tors were elected and the follow- 
ing committees appointed: 

President, A. E. Welker, Nash 
Motor Co.; vice-president, T. 
Dinger, Point Spring Co.; secre- | 
tary-treasurer, W. N. Owings, 
(re-elected) PADA; directors— 
C. W. Treager (re-elected) United 
Motor Service; O. B. Boyle, Ale- | 
mite Co.; Joseph Edmundson, | 
Bendix Westinghouse Air Brake | 
Co. | 


206,337 Men Employed 
In Federal Road Work | 
Washington, Oct. 12. Eight 

thousand, eight hundred and | 

thirty-one miles of new highway | 
soon will be added to the trans- 
portation facilities of the United 

States. This mileage is involved 

in 3,104 construction projects 

now under way under the public 
works highways appropriation, 
according to announcement here | 


lic Roads. The projects are giv- 
ing regular direct employment to 
206,337 men and involved a total 
estimated cost of $203,035,000. 
According to the official state- 
ment, 613 other projects involv- 


ing a cost of $26,586,000 have 
been approved but still remain 
to be placed under contract. 


Projects for which contracts have 
been awarded, but upon which 
construction remains to be un- 
dertaken, number 417. The total 


| estimated cost of these is placed 


at $15,366,uv0. 


Resume Output 


ucts Co. 


=, i Weida 


Canton, O., Oct. 12.—James R. 
Weida, 42, president of the Weida 
Welding & Forge Co., died at his 
home in this city late last week, 
following a brief illness. His wi- 
dow, three sons and two daughters 


this week by the Bureau of Pub-! survive. 


Clyde, O., Oct. 12.—The Davidson 
| Enamel Co. plant here will resume 
production Nov. 1, according to an 
announcement by R. R. Trubey, 
general manager, who said 150 em-| 
ployes will be recalled to steady 
working schedules. The firm is 
successor to the Vitrified Iron Prod- 





Crane Gives N. Y. 
SAE Glimpse 
Of 1934 Plans 


New York, N. Y., Oct. 12—A 
glimpse into 1935 automobile 
models was given here Monday 
night in a talk before the Metro- 
politan section of the Society of 
Automotive Engineers by H. M. 


| Crane, technical assistant to the 


president of the General Motors 
Corp. He spoke on recent trends 
in passenger car design. 

Discussing the main engineer- 
ing features of design, he does 
not expect any radical change in 
the general arrangement of parts. 

“The improvement in riding 
comfort and roadability due to 
independent front wheel suspen- 
sion and other changes in spring- 
ing will be continued,” he said. 

“Streamlining, which has taken 
a great hold on the popular 
imagination will be more in 
evidence even though the prac- 
tical advantages of this type of 
design in motor cars has been 
rather disappointing.” 





The Foundation is Right 


Every man who has had any experience in selling automobiles knows 
that the foundation of enduring success is a good car. Lavish dis- 
counts, big territories, over-riding commissions, and the like, only 
end up in financial headaches when the car in question has no real 
or lasting public appeal. And the more years a man has spent in the 
business and the sounder a business man he is, the more thoroughly 


convinced he is of that truth. 


No, you can’t—and we can’t—build soundly unless the car is right. 
And so the present management at Pontiac set out to build for the 
future with that conviction uppermost in its mind. 


The present Pontiac 8 was developed. You know its performance and 
style appeal. You know the competitive value it represents. You 
know — as the whole world knows — its record for dependability. 


It is that quality of dependability which has placed Pontiac in so 
favorable a position to progress. It is the all-important car quality 
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To Police Own Industry 
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Believes Tire Men Able 


Akron, O., Oct. 12. 
the tire manufacturers of Amer- 
ica must police their own indus- 
try, they probably will do a better 
job of it than the government 
has done in the past year or 
more, it was declared here today 
by W. O'Neil, 
General Tire and Rubber Co., one 
of the “Big Five” in the tire in- 
dustry as classified by the NRA. 

“T am hopeful that the ending 
of the floor prices and the price 
differentials in the rubber indus- 
try the first of this month may be 
for the best interests of the tire 
companies of the country,” O’Neil 
said. 

“With the end of federal tire 
price fixing, there has come a 
common realization on the part 
of rubber manufacturers that we 
must get together and solve our 
own problems. I believe this can 
be done. 

“Our company’s 


business has 


shown a decided improvement, 


president of the | 





Now that | during the first three quarters of | dealer, 


1934 over the same period in 1933. 
For the rest of the year, the out- 
look is very good for sales and 
production and, in fact, every- 
thing except profits, as tire prices 
have not risen in proportion to 
the increases in the cost of labor 
and raw material in our industry. 

“One of the best signs of im- 
provement with us is the fact that 
our dealers are paying their bills 
and building up their credit bet- 
ter than for :a long time past. 
This shows they have not only 
got out of debt but, in most cases, 
are making substantial profits. 
There is a big improvement in 
morale in our dealer organization 
all over the country this year. 

“Our biggest gains this year 
were made during the first six 
months of our fiscal year, which 
started Dec. 1. A decided, but 
smaller, increase in business was 
made in the first six months of 
the present calendar year.” 


| Indiana Road Conference 


'Names Hatfield as Head 


| Indianapolis, Ind., Oct. 12. 

| Frank D. Hatfield, head of the 
|Frank D. Hatfield Co., Ford 
was named temporary 
| president of the Indiana High- 
| way Users Conference at a pre- 
liminary meeting of various 
representatives held here. Con- 


| 


which has as its chief aim the 
co-ordination of legislative 
grams suggested by members for 
presentation to the 1935 Indiana 
general assembly include leading 
oil companies, vehicle distribu- 
| tors and industrial and pleasure 
users of highway vehicles. 

Other officers named include 
Harry Sidrow, head of the Co- 
burn Chevrolet Company, vice- 
| president; and C. W. Abraham, 
secretary. Mr. Abraham is head 
of the Motor Truck Association 
of Indiana, which is sponsoring 
a series of weekly organization 
meetings to carry on the legisla- 
| tive work. 





cerns interested in the movement | 


pro- | 
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AIA Clarifies Position 


Toward New Truck Bills 





Washington, Oct. 12.—With the 
prospect that legislation propos- 
ing the Federal regulation of 
truck and bus transportation will 
be offered early in the next ses- 
sion of Congress, the American 
Trucking Assn. this week issued 
a statement clarifying its posi- 
tion with respect to this subject. 

The statement, signed by Ted 
V. Rodgers, president of the A. 
T. A., declares: 

“In no sense is American 
Trucking Assn., Inc., at present 
committed to a policy of opposi- 
tion to any or all proposals for 
Federal regulation of motor 


trucks. 
“During the meeting of the 
general policy committee at 


Washington it came as a distinct 
surprise to those active in the 
affairs of the A. T. A. to learn 
that a false impression on this 
question existed among some 


| operators. 


“The central committee of the 


and we are forging ahead 


~ 


which causes prospects to expose themselves to salesmanship, 
which wins them as owners, which causes them to spread the good 
word—and brings them back as buyers year after year. 


Every day, intelligent and far-seeing dealers are recognizing this 
vital element in the present Pontiac picture and are taking steps to 


acquire the Pontiac franchise. 


We are forging ahead—because the foundation for progress is right. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 


A 


DIVISION OF GENERAL 


MOTORS 


IPOWWIAC 


IT YOU are interested in acquiring the 


Pontiac franchise, please communi- 


cate with A. W. L. Gilpin, Vice-President 
ofa General Sales Manager, Pontiac 
Motor Company. Your communication 


will be regarded as strictly confidential. 


PROFIT 








A. T. A. met in Washington late 
in December, 1933, at a time 
when the press had carried re- 
ports that Chairman Sam Ray- 
burn of the house committee on 
interstate and foreign commerce 
would introduce a bill placing 
interstate trucks under the Inter- 
state Commerce Commission. At 
that time negotiations for ap- 
proval of the trucking code 
seemed to be completed, and it 
was certain that such a code 
would be nullified by passage of 
the Rayburn bill. 

“Because of these considera- 
tions, the central committee 
unanimously voted that a mail 
ballot be sent to A. T. A. trustees 
asking for a vote on whether the 
code should be supported or dis- 
carded for Federal regulation. 
Returns from this poll of trustees 
was almost unanimous for the 
code. Under these instructions, 
the Rayburn bill was opposed at 
public hearings by A. T. A. 

“The official attitude of A. T. A. 
during the past year, and until 
| further action is taken at the 
forthcoming convention, was cor- 
rectly described by Federal Co- 
ordinator Eastman in his address 
before the National Assn. of Mo- 
tor Bus Operators at Cleveland 
recently when he said ‘the need 
for some manner of national reg- 
ulation has been recognized by 
| the (trucking) industry in the 
| N. R. A. code’.” 





Oklahoma Men 
Seek Dismissal 


Of Code Charges 


Oklahoma City, Okla., Oct. 12 
(UTPS).—Charging the national 
recovery act as it pertains to the 
code for the retail automobile 
| industry is unconstitutional, at- 
torneys for two Oklahoma auto- 
mobile dealers indicted recently 
by a federal grand jury on counts 
of violating the automobile code 
have filed petitions before Judge 
Edgar S. Vaught in the federal 
| district court seeking dismissal 
of the counts. 

The petitions are in the form 
of demurrers to the indictments 
returned against the Kinnebrew 
Motor Co. of Oklahoma City, 
with J. A. Kinnebrew as the of- 
ficial interested, and against the 
Leadbetter Motor Co. of Norman, 
Okla., with O. G. Leadbetter as 
the official involved. 

The automobile companies are 
charged with violating the code 
by allowing a larger trade-in 
| value for used cars than specified. 

Attorneys for Mr. Kinnebrew 
| declared the business transac- 
tions referred to in the indict- 
ment are private ones in which 
the defendant had a right to en- 
gage under the constitution. 

The demurrers pointed out the 
retail merchandising of automo- 
biles is not interstate commerce 
and hence not subject to regula- 
tion by congress. 

Judge Vaught is scheduled to 
hear the motions Saturday morn- 
ing. 








To Sell Trucks 


Indianapolis, Ind., Oct. 12.—Roy 
| Wilmeth Co., Ford dealer, has 
thrown its hat in the truck selling 
| ring. With its large four-story 
| building at 720 North Meridian 


| street occupied entirely by its own 
sales and service operations, the 
plant has been rearranged to de- 
vote the entire fourth floor to the 
| display of new and used trucks. 





Reopen Tool Plant 
Ind., Oct. 12.—An- 
nouncement is made here of the 
| reopening this month and the ex- 
panding of the Indiana Tool Co. of 
this city. The operation will be 
under the management of H. E. 
Miller, formerly of Indianapolis. 
Several toolmakers have already 
been put to work and it is planned 
| to add others in the near future. 
The plant has been closed for three 
years. 


Columbus, 
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White Adds 12-Cyl. ‘Pancake’ Engine Truck Series 


Unique Power Plant Offers 
Many Design Advantages 


(Continued from Page 


and three men can be comfort- 
ably seated. The driver’s seat 
is placed with thought to visi- 
bility, clutch, brake, steering and 
accelerator position. Good venti- 
lation is provided, first, because 
of the position of the engine, and 
the direct entrance of cool air at 
the front of the cab, and second, 
where desired in the de luxe cab 
model, an additional system that 
brings air in at the front and ex- 
hausts it at the top. 

The arrangement of the engine 
with the exhaust manifolds on the 
under side prevents any exhaust 
heat from getting anywhere near 
the cab floor, and second, any 
general engine heat is dissipated 
by the fan air which is blown be- 
tween the engine and floor. The 
floor boards of the cab are insu- 
lated as further protection 
against any heat from the engine. 
A sloping two-piece V-type wind- 
shield is used. 





1) 

Accessibility has been given 
particular thought, so that adjust- 
ments which must be made to 
such parts as generator, air com- 
pressor, water pump, etc., can be 
carried out with very little diffi- 
culty. The filling of oil, adjusting 
of carburetor, and testing of oil 
level are all operations which can 
be carried out with considerable 
ease. Valves, spark plugs and dis- 
tributor are also easily accessible. 
In addition, the engine, transmis- 
sion, brake controls and radiator 
are all mounted on a sub frame, 
which assembly may be removed 
from the frame as a unit when a) 
major overhaul is required. 





With 26,000 pounds gross, the 
731 has a maximum gross grade | 
ability of 48 per cent and a direct 
gear gross grade ability of 5.8 per | 
cent coupled with a range of road | 
speeds running, with direct in 
fifth transmission, from 30 m.p.h. 





White’s Version of Streamlining 


nee aed 


GASOLINE & 


rear axle ratio. Road speeds are 


PRODUCERS 
OlL COMPANY 


as snappy styling. 
is used in tying both sides of the 


from 35 m.p.h. to 50 m.p.h. in the | engine together in one rigid in- 


731. 


The engine used is a 12-cylin- | 
to 42 m.p.h. and with the over-| der White horizontally opposed | 


Not a Bug, a Business Builder 


A ie ed 


=~ COAST-TO-COAST-~ 





This is another of the Series 730 White trucks. 


The front track on these models 
has a tread of 80 inches so that 
the front tires practically line up 


with the outside dual rear tires, | 


and a very short turning radius is 
secured. The short overall length 
is secured without the use of a 
wheelbase which involves short 
propeller shafts. 


Accessibility is a feature 
the engine in the frame. 


of the new White pancake engine. 
For major adjustments the entire engine, clutch and transmission may be 
slid out of the chassis as shown, 


drive transmission a road speed 
running from 38 m.p.h. up to 55 
m.p.h. This performance is se- 
cured at an engine speed of 2,400 
r.p.m. 

The 730 with the standard four- 
speed transmission has a gross 
grade ability of 35 per cent and 
direct gear ability of 4.0 with 7.14 


What the Whale Did to Jonah 


type. The bore and stroke are 
3° and 3% respectively, giving a 
piston displacement of 465 cubic 
inches. 

The crankcase and _ cylinder 
block layout is somewhat unusual 
in this engine due to the use of 
inserted wet cylinder sleeves and 
the bridgelike construction which 





























Almost all parts are readily reached with 


| special grade of cast iron. 








tegral casting. 


The cylinder sleeves’ proper, 


which are inserted and sealed in | 


the main engine casting, are of 
the centrifugally cast type of a 
The 
method of insertion and sealing 
of these sleeves insures inter- 
changeability in the event that 
removal is necessary and permits 
of easy withdrawal under these 
circumstances. The sealing of the 
lower part of the sleeve is car- 
ried out by four rubber rings, and 


at the top by specially developed | 
| copper asbestos gaskets. 


The crankshaft, which is seven 
bearing integrally counterweight- 


| ed, is designed to carry two con- 


necting rods per crank pin, ope- 
rating side by side. The 
bearings, as well as the connect- 


ing rod bearings, are of the steel | 


backed babbitt type, all offering 


And 


Here’s 














This is the new White pancake type engine with 12 cylinders and 
developing 124 h.p. at 2,400 r.p.m. 
easily under the cah. 


interchangeability. 


Pistons are cast iron, light 
weight, tin plated. Full floating 
piston pins are used. Connecting 


rods are gun drilled for pressure 
feed lubrication. 

Inserted valve seats of White- 
developed screwed-in and doweled 
type are used. The valves are 


| carried on the under side of the 


| frame is the radiator, so that ra- | 


engine at the lowest point in the 
water system, 

Tie engine is mounted in rub- 
ber at rear on a sub frame, which 
in turn is three-point mounted, 
having two rigid mountings at 
the rear and a rubber mounting 
at the front. Also on the sub 


| diator and engine, together with 


| instrument board 
| sories, 








and all acces- 
transmission and emerg- 
ency brake can all be taken out 
as one unit very simply, by a 
special design to cover this con- 
dition. 

The lubrication system is of the 


main | 





The new White Series 730 offers short wheelbase, short turning radius and big load capacity as well 


dry sump type. The double scav- 
enging pump, sucking oil from 
both ends of the crankcase, keeps 
ithe crankcase free of oil by 
| pumping it back through the oil 
filter and oil cooler into the main 
reservoir. The system is pressure 
throughout. 
All the valves are driven by one 
| camshaft arranged directly under 
| the crankshaft. The helical cam- 
| Shaft gear is driven through an 
|idler off the crankshaft. The 
| generator and air compressor, the 
latter being directly lubricated 
from the engine pressure system, 
| together with the water pump, 
| are belt driven, the adjustment of 
|the double triangular arrange- 
| ment being flexible to suit all 
|; conditions. The engine cooling 
fan is driven directly off the end 
of the crankshaft. 

Two down-draft carburetors are 
used with air cleaners attached, 


the Pancake 





The engine is designed to fit 








the position of the air cleaners 
heing such that they are acces- 
sible for adjustment, cleaning, 
etc., and also free from ordinary 
road dirt. 

The universal joints used on 
this model are of the needle bear- 
ing type with the advantage of 
high torque capacity and longer 
life due to better lubrication con- 
ditions, 


The rear axle used in this model 


is a double reduction unit, full 
floating, with heat treated alloy 
steel tubes pressed into the 
housing. 


The front axle has a wide tread 
and is of the reverse Elliott type. 

Air brakes of the two-shoe in- 
ternal type with camshaft opera- 
tion are used on these models. 
|The total area of the _ service 
brakes is 632.5 square inches, four 
inch wide lining being used on the 
| front and six inch in the rear. 
| The lining is of the molded type. 
Gun iron drums are used. 
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Grant Sees Car Design 


The News of Automotive Advertising 


the eee Dimension 


By RAY BLACKWELL 


H T. EWALD, president of Campbell-Ewald Co. of De- 
e troit, announces the formation of a new advertising 
agency under the name of D. P. Brother & Co., with offices 
on the eighth floor of the Sas Motors ‘Building, De- 


troit. 

The new agency, according to 
the Ewald announcement, is en- 
tirely independent and self-con- 
tained from a creative and pro- 
duction standpoint. It has at its 
disposal Campbell-Ewald’s nation- 
wide facilities, such as branch of- 
fices in principal cities, outdoor, 
radio and marketing research. 

D. P. Brother & Co. will func- 
tion in a general advertising ca- 
pacity, handling and serving every 
recognized form of advertising ac- 
tivity. The names of clients will 
be announced later. 


D. P. Brother Henry Ewald 

The principals of 
agency, Ewald stated, are D. 
Brother, who heads the new co 


the 
pany; W. O. Floing, Frank G. 


new 
P. 
m- 


Kane, A. J. Feinberg, R. K. Ed- 
monds, Clarence Hatch jr., C. 
Georgi jr. and a staff of compar- 
able rank and experience. 

* * * 

Last Sunday evening inaugu- 
rated the first of a series of 26 
broadcasts sponsored by Henry 
and Edsel Ford. The programs | 
will be broadcast over the entire 
coast-to-coast net work of the) 
Columbia Broadcasting System | 
from 8 to 9 p.m. eastern time. 

In each program will be heard 
the Ford Symphony Orchestra, | 
Victor Kolar conducting, a} 
twenty-four-voice chorus, and a 
celebrated guest soloist. The 
opening program featured Maria 
Jeritza. The broadcast of October 
will star Jascha Heifetz, violin- | 
ist, and on the following week 
Dalies Frantz, pianist, will be) 
heard. Well known classical 
pieces and familiar light opera 
selections will be favored. 

a ok ok 

Ellis J. Travers, widely known | 
automobile and advertising | 
has joined Ruthrauff & 
Ryan as an ac- | 
count executive. 
He will make | 
his headquar- | 
ters in the De- | 
troit office and | 
contact the 

Dodge 


in 
circles, 


account. 
Travers was as- | 
sociated with| 
Nash Motors for 
36 years, 13) 
years as adver- 
Ellis J. Travers tising manager 
and four as di- | 
rector of advertising and assist- 
ant sales manager. To the best 
of our knowledge, 16 years of 
continuous service as advertising | 
manager sets an all-time record 
in the motor car industry. For 
the past two years Travers has 
been western representative of 
the Metropolitan group of Sun- 
day newspapers. 
co * * 


In addition to the _ football 
broadcasts reported last week, the 
Chevrolet Motor Co. have started 
a new series of broadcasts, to he 
heard every Tuesday at 9:30 p.ri. 
over a network of 85 to 90 sta- 
tions of the Columbia Broadcast- 
ing System. The feature attrac- 
tion of the broadcasts will be one 
of the big names of radio, Isham 
Jones and his orchestra, with one 
or more guest artists on each | 
program. James Melton and 
Grace Hayes were the featured | 
artists on the opening program. 


lGheveoiet Plans 
Xmas Accessory 
Selling Campaign 


Detroit, Oct. 12.—Spurred on 
by the remarkable sales volume 
of accessories for Christmas gifts 
last December when the dealer 
organization broke all records in 
dollars and cents sales, the ac- 
cessories merchandizing depart- 
ment of the Chevrolet Motor Co. 
this week is launching a sales 


mission gears vary widely 


drive on Chevrolet car accessories 
for Christmas gifts. The drive 
will continue until December. 

The first step in the program 
will be the sponsorship of the 
campaign by the Chevrolet home 
organization. All such accessor- 
ies as heaters, radios, vanity-mir- 
rored sun shades, gear shift lever 
balls, cigar lighters, radiator 
ornaments, seat covers, bumper 
guards, fender guides and many 
other items in a wide price range 
will be packaged by the factory 
warehouse in attractive Christ- 
mas wrappings and sold to the 
dealers. The dealers in turn will 
campaign the entire ownership 
list with a direct mail campaign. 
The main theme of the campaign 
is that a gift which will not cost 
any more than some of the con- 
ventional yule tide gifts but 
which can be used on the car will 
be more appropriate and more 
appreciated. The dealers’ efforts 
are to be complemented with a 
national advertising campaign. 
The Chevrolet people believe that 
with millions of cars on the 
streets a market for millions of 
car accessories exists. 


—~ STEELS for trans- 


in analysis: 


nickel-chromium, nickel-chromium-molyb- 


denum, or straight chromium. 


But they 


practically all have one common character- 


istic in being oil-hardening, with .45 to .55 


carbon. 


And when these steels are made by Beth- 


lehem they have other characteristics in 


common—the highly-essential toughness 


and surface hardness, combined with ma- 


chinability that keeps production costs low, 


and assures an uninterrupted flow of parts 


through the plant. 


Further, you will find transmission - gear 


BETHLEHEM jc ALLOY STEELS 


| day 
| which marked the end of a two- 
|}day annual 


15 


Affected By Dealer Code 


Detroit, Oct. 12.—Approximately | 
300 members of the Society of | 
Automotive Engineers gathered | 
at the Book-Cadillac here Thurs- | 
evening for the banquet 


production meeting. 
R. H. Grant, vice-president of 


| General Motors was the speaker | 


for the evening and gave the/| 
boys in the engineering depart- 
ment a sales managers’ idea of 
future trends. 

Grant discussed the Motor Ve- | 
hicle Retailing Trade Code and | 
its possible effect on car design. | 
“The code,” said Grant, “is the | 
law of the land. If the code is to | 
continue, it imposes on the de- 
sign side of the automobile in- | 
dustry the job of building such | 
excellent cars that they can be | 





|army game of trading. 


sold without resorting to the old | 
It is the ' 


car that has something that the 
other car hasn’t got that will win 
with the public.” 

“Never before have we been in 
the position in which we find our- 
selves in 1934 when we do not 
know what the cars of 1936 are 
going to look like and act like.” 

In discussing the business out- 
look Grant told the engineers 
that he agreed with President 
Roosevelt’s opinion that we are 
better off today than we were at 


| the time Mr. Roosevelt came into 


office. He predicted that 1935 
would be as good a selling year 
as 1934 and possibly a little bet- 
| ter. 

Attendance at the various tech- 
nical session throughout’ the 
meeting was very satisfactory. 
| Papers presented were interest- 
ing but the discussions which fol- 
lowed were rather disappointing 
in their meagerness. 


er 


! 


i 


steel made by Bethlehem uniform in heat- 


treating properties. You won’t have to make 


frequent changes in the heat-treating cycle 


to obtain the desired properties. As we op- 


erate extensive heat-treatment facilities of 


our own and heat-treat a 


substantial part of 


the production of our alloy-steel plant, our 


metallurgists and steelmakers thoroughly 


appreciate the necessity 


formity in steel that has 


of the utmost uni- 


to be heat-treated. 


Production problems are much simplified 


by making Bethlehem the source of supply 


for transmission-gear steels. 


a 
ia) BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


STEEL 
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September Business Gains 


Shown in Small Towns 


22 trading centers rated 20 per | 
cent or less below normal, which | 


Detroit, Oct. 12. Business 
gains were recorded in many 
smaller trading centers during 
September, according to the Sep- 
tember survey of the 147 lead- 
ing markets of the United States 
by the Research Department of 
Brooke, Smith & French, Inc.,, 
national advertising agency. 


Increased business activity was 
quite generally evident during 
September in the Northwest and 
throughout much of Texas, stated 
the survey. Most of the major 
markets slipped off a few points 
as compared with their August 
figures. As a result, the national 
index registered a further drop, 
to 44 per cent below normal. 


“On the other hand, a total of 





September Sales 
In Indianapolis 
Down 34 Per Cent 


Indianapolis, Ind., Oct. 12. 
New car registrations in Marion 
County (Indianapolis) for Sep-| 
tember took a downward slide 
as compared with a year ago and 
a month ago, according to figures 
compiled from _ official state 
records by the Indiana Clipping 
Service. 


Falling 34 per cent below the| 
good record of August when| 
nearly 1,200 cars were registered | 
in the county, the September | 
total of 786 is likewise seven 
per cent below the mark estab- | 
lished in September a year ago. | 
Total sales to date were run-| 
ning 20 per cent ahead of 1933. 

While the “big three” was ac- | 
counting for 281 cars of the 
month’s 406-car drop from Au- 
gust, the group had nothing to 
do with the 60-car decline from 
September a year ago. In fact, 
the “all three” classification 
showed a 12-car gain over the 
1933 total for September. The 
loss was very materially ac-| 
counted for by two members of 
the medium price division, one | 
of which has suffered this year 
from radical design and excessive 
price boost and the other whose | 
September ailment can not be 
accounted for. Oldsmobile con- | 
tinued to set a terrific pace in 
its group, more than doubling | 
September sales of a year ago| 
and dropping only a few units} 
below August of this year. 

Ford, also, made an impressive 
gain over 1933 but fell an even | 
100 cars below the hot pace of 
August. Auburn showed signs of 
revival with introduction of the 
1935 series, but evidence of sta- 
bility in the higher price range 
was somewhat scarce. 

This month is expected to be- 
gin to reflect the “sold out” con- 
dition of the market in general 
with several lines due for a sharp 








tapering off as a result of dis- 
continued, production of 1934 
models. 


In the new truck division, al- 
though a 40 per cent drop from 
August was registered in Sep- 
tember, sales more than doubled 
those of 1933. Total for the year 
to date likewise showed more 
than 100 per cent increase over 
last year. 





WARNING! 


A man calling himself Jack J. 
Woods is in fraudulent possession | 
of ADN subscription credentials. | 
He has been cashing checks made 
out to Automotive Daily News 
and passing worthless checks. 
When last traced he was in Kan- 
sas City, Mo. 

Anyone seeing or hearing from | 
Woods should notify their local 
police department and immedi- | 
ately wire this office collect. 


AUTOMOTIVE DAILY NEWS 


Fifth Floor New Center Bldg. | 
Detroit, Michigan 


is sever more than qualified for 
the ‘closest to normal’ list last 
month, and 66 of the 147 centers 
showed improvements,” the re- 
port continued. “Activity de- 
clined in 69 centers and remained 
unchanged in 12.” 


Markets that were closest to 
normal at the end of September 
were listed by the agency as fol- 
lows: Albany, N. Y.; Albuquerque, 
N. M.; Austin, Tex.; Bangor, Me.; 
Boise, Ida.; Charleston, W. Va.; 
Cheyenne ,Wyo.; Colorado Springs, 
Colo.; Columbus, O.; Dallas, Tex.; 
Des Moines, Ia.; Harrisburg, Pa.; 
Jackson, Miss.; Jacksonville, 
Fla.; Montgomery, Ala.; Norfolk, 
Va.; Portland, Ore.; Raleigh, N. 


C.; Reno, Nev.; Richmond, Va.; 
Terre Haute, Ind., and Yakima, 
Wash. 


Greatest September gains at 


| the end of September were regis- 


WARNING_ 
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following areas: 
Albany, N. Y.; Atlanta, Ga.; 
Bakersfield, Calif.; Boise, Ida.; 
Casper, Wyo.; Cincinnati, O.; 
Colorado Springs, Colo.; Daven- 
port, Ia.; Dubuque, Ia.; El Paso, 


tered in the 
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Tex.; Grand Junction, Colo.; 
Jackson, Miss.; Lincoln, Neb.; 
Miami, Fla.; Peoria, Ill.; Pitts- 


burgh, Pa.; Seattle, Wash.; Sioux 
Falls, S. D.; Spokane, Wash.; St. 
Joseph, Mo., and Wichita, Kan 








Maker Liable 
On Sales Claims 


Seattle, Wash., Oct. 12.—An 
interesting and hard fought legal 
case has just been decided by the 
state supreme court, wherein the 
dealer is absolved and the manu- 
facturer is held liable as to rep- 
resentations made regarding a 
motor car. In this case the 
plaintiff had bought a Ford car 
from the St Johns Motor Co. of 
Centralia, with the guarantee 
that the windshield was of shat- 
terproof glass. On Oct. 12, 1930, 
while driving on the highway, a 
rock hit the windshield, and some 
of the glass was shot into his 
face, with the result that he lost 
sight of one eye. In the superior 
court he was given a verdict of 
$18,000 against the St. Johns Mo- 
tor Co. and Ford Motor Co. 

Appeal was taken to the state 
supreme court with the case 
ordered back for new trial as to 
the Ford Co., with dismissal as 
to the dealer. At this trial the 
$18,000 verdict in favor of the 
plaintiff was rendered. 
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ing power derived from payrolls 
from the overstimulated levels of 
the Summer of 1933. Following 
a recovery in industrial produc- 
tion and payrolls during the last 


Increase in Farm Income 
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Motor Tax Bill in 1933 


Has Boosted Truck Sales 





Washington, Oct. 12.—There is 
a sound reason for improving de- 
mand for motor vehicles in agri- 
cultural areas. It takes the form 
of an income of one and one-half 
billion dollars during the months 
of June, July and August, the 
highest three-month farm income 
level since the rise during the 
first quarter of 1933 and only 33 
per cent below pre-depression fig- 
ures. 

The story of the improvement 
as told by Louis H. Bean, econ- 
omic adviser of the AAA, points 
out that the income of farmers 
during the three months men- 
tioned averaged approximately 80 
per cent above the low level dur- 
ing the first quarter of 1933. 

The exact figure, $1,508,000,000 
compares with one of $1,316,000,- 
000 for the same three months of 
last year, and exceeds by $913,- 
000,000 the income of farmers 
during June, July and August of 
1932. 

























Benefit payments of $133,000,000 
are included in the tabulation for 
the three months of this year. 

Translated into terms of in- 
creased farm purchasing power, 
the figures show a net increase 
of 44 per cent after a deduction 
of 25 per cent to take care of 
higher prices paid by farmers for 
standard commodities. 

The Bean statement points out 
that the same three months saw 
an increase of 45 per cent in the 
purchasing power of factory pay- 
rolls, then goes on to say: 

“Examining the relation  be- 
tween these two streams of pur- 
chasing power over the past year 
and a half, it may be observed 
that farm income rose sharply in 
the first quarter of 1933 and pre- 
ceded the rise in factory pay- 
rolls. In the last half of 1933, 
benefit payments in addition to 
the farm receipts from market- 
ings served to cushion the decline 
in factory production and in buy- 





winter, there has been a recession 
between May and September of 
1934, but the larger volume of 
benefits will again serve to cush- 
ion the decline in industrial ac- 
tivity and payrolls. 

“The lower volume of produc- 
tion this fall will be offset in 
large part by the higher prices 
that farmers are now receiving 
and by the larger benefit and 
other payments. These should 
serve to sustain the level of farm 
income, though it may not be 
quite as high in the next quarter 
as during the past quarter.” 


Continental Order 


Detroit, Oct. 12—An order for 
taxicab motors, amounting to $93,- 
750, for delivery between Oct. 1 
and Dec. 15, has been received by 
the Continental Motors Corp. This 
is a substantial addition to the al- 
ready large business recently re- 
ported by this organization. 


Averaged $47.31 per Car 





Washington, Oct. 12.—America’s 
motor tax bill in 1933 totaled 
$1,128,262,331 or an average of 
$47.31 per car, both of which fig- 
ures set new all-time highs. The 
tax of $47.31 per vehicle repre- 
sents an increase of $3.06 over the 
mark of 1932 and is the more sig- 
nificant in view of the fact that 
thirteen states reduced registra- 
tion fees last year. 

The figures are announced by 
the American Automobile Assn. 
and were obtained from an anal- 
ysis of tax revenues by the na- 
tional taxation committee of the 
organization. 

With the total value of motor 
vehicles placed at $4,023,476,189, 
the tax payment represents an 
assessment equaling 28 per cent 
of the total valuation of their 
property, according to Thomas P. 
Henry, Detroit, A. A. A. president. 
Henry’s statement continues: 

“Special state and local motor 
taxes amounted to $870,927,599 or 
























Unless you order your cars from the factory 
with Safety Glass All-Around, and have them on 
your floor, ready for delivery, you are neglect- 
ing one of the biggest opportunities you have 


ever had. Don’t pass up this chance your factory 





has given you. Don’t let a new and wonder- 
fully effective sales tool lie idle. Make a feature 
gs of the new low prices at which you can pro- 
vide Safety Glass All-Around and this special 


inducement will make a lot of sales for you. 





-OWENS-FORD 
SAFETY GLASS 








| insulted,” 


| has been the 





$102,225,320 less than in 1932, but 
Federal levies soared to the tre- 
mendous sum of $257,334,732. This 
prevented motorists from reaping 
the benefits from the lower regis- 
tration fees in states where there 
were reductions. These discrimi- 
natory Federal levies are sched- 
uled to come off on June 30, 1935, 
and every effort should be made 
to prevent their re-enactment. 


“In thirty states, the 1933 av- 
erage tax per vehicle was in ex- 
cess of the national average of 
$47.31. Nine of these _ states, 
namely, Alabama, Florida, Louisi- 
ana, Mississippi, North Carolina, 
South Carolina, Tennessee, Ver- 
mont and Virginia had an aver- 
age per vehicle tax in excess of 
$60. In twenty states, the average 
was above $50. The highest in 
any one state was $80.02 in 
Florida. 

“Eighteen states and the Dis- 
trict of Columbia had an average 
tax per vehicle lower than the 
national average. 

“At the present rate of taxa- 
tion, the owner of the average 
motor vehicle pays 196 per cent 
of its average value during its 
life of seven years. 

“In 1930, the average tax per 


| vehicle for the country was $37.72, 


or $9.59 less than the average for 
1933.” 


“__a word in 
edgewise” 


(Continued from Page 4) 
depression, as after every one, 
there will be new leaders who 
won their spurs in the dark days. 

“Not the least thing wrong with 
business in the past five years 
mental attitude of 
many of the men in _ business. 
Their politics, personal finances, 
blood pressure and _ indigestion 
are all mixed up with their busi- 
ness judgment. 

“Their tonnage of unfilled or- 


| ders for steel has little or no re- 
| lation to your unfilled orders or 


| count 


mine. A rise or decline in bank 
clearances makes my bank ac- 
neither decline nor rise. 


| And the relation of carloadings 


to outgoing orders in your ship- 
ping department is very dim in- 


deed. The future status of the 
| NRA is of far less importance 
than the present status of our 


| ous calculations. 


smallest customer. 

“Now the dumb guy doesn’t 
know enough to clutter up his 
daily calendar with all these ab- 
struse considerations and cauti- 
He just goes 
ahead, trying to get all of to- 
day’s business he can get today. 
He doesn’t know enough to be 


| scared or stopped. 


“Many business men have been 
affected by the NRA like a China- 
man whose grandfather has been 
Mr. McGivena contin- 
ued. “Prosperity prevails on the 
level of income of large masses, 
when the gainfully employed earn 
an amount over and above the 
essential living costs. The amount 
over and above essential living 


| costs means prosperity for the 


country, and makes the non-es- 


| sential industries, such as cigar- 


ettes, automobiles, radios, auto- 
matic refrigerators, confection- 
eries, etc., leading industries. 
“And to us as advertising men 
must be included another incal- 


| culable benefit. The NRA changed 


the mood of this country.. I am 
referring not to the mood of the 
business men, but of the public, 
and the public’s mood is almost 


| as important to business as the 


public’s buying power. In spite 
of grief, uncertainty, unemploy- 
ment, hardship and poor busi- 


ness, it is obvious that the public 


feels far better than it did in 
1932. When people feel better, 
they buy. For one of the most 


impressive of modern miracles, 


check the trade reports from the 
drouth 


area aS compared with 
those of six weeks ago and see 
what four weeks of rain has done 
to public sentiment in these sec- 





tions, and what public sentiment 
has done for business.”—GMS. 













I am very much interested in| 
the code discussion which has| 
been given considerable space in 
your Oct. 6 issue, and was par- 
ticularly pleased to read your 
editorial “Where ADN Stands on 
the Code—and Why”. 

Large front page _ publicity 
which was previously given by 
your paper to a vote so small 
that it amounted to practically | 
nothing caused many dealers to 
feel uncertain as to whether your 
publication was in favor of the 
code. Undoubtedly, the editorial 
which you have written will clear 
up the situation and convince 
retail automobile dealers all over 
the country that your intentions 
are to be fair and impartial. 

The automobile code as it is 
written is absolutely fair to the 
public, the dealer and his em- 
ployes and should be continued. 
Elimination of the marketing pro- 
visions would practically ruin the 
large retail dealerships, as_ it 
would be quite impossible to com- 
ply with the balance of the pro- 
visions set out in the code with- 
out sustaining heavy losses and 
eventually closing the doors. In 
plain words, the elimination of the | 





Used Car Losses Cut to 56c 


Under Code, 


© 


LLCOCKSON 

St. Louis, Mo. 
marketing provisions in the auto- 
mobile code would virtually ruin 
the retail automobile industry and 
add greatly to the already bad 
general unemployment situation. 

In the writer’s opinion, the two 
big things which are hindering 
the successful operation of the 
automobile code are first, slow 
enforcement, and second, the lack 
of clear cut factory endorsement. 

I believe that it is impossible 
to get a true vote picture on how 
the retail automobile industry 
stands on the code under the plan 
which you are using. To get an 
accurate picture, I believe that 
a post card system along the lines 
of the Literary Digest’s Presi- 
dential Poll should be used, and | 
ballots sent strictly to retail auto- 
mobile concerns. By handling 
the vote in this manner, it would 
be absolutely fair, open and above 
board and criticism and question 
would be entirely eliminated. 

I am attaching, herewith, a bal- 
lot cut from your paper, properly 
filled out, indicating that we are 
for the code as it is now written, 


| chaser 


out of the fact that some dealers 
I know had actually sold less vol- 
ume this year than last, due to 
the fact that the only thing these 
particular dealers had to offer the 
| public heretofore was long allow- 
| ances. 


| from a dealer who was trying to 
build up good will and spent 
thousands of dollars for good 
equipment and good service facil- 
ities, etc. 

Now that the privilege has been 
taken away from some of these 
unscrupulous operators in mak- 
ing excessive allowances, they 
have nothing left to offer a pur- 
inasmuch as they have 
never put forth any great effort 
in good appearance, good me- 
chanics and good shop equipment, 
etc. I can see why some of these 
fellows are kicking against the 
code which in my opinion has 
been responsible for placing this 
business of ours on a higher plane 
of business enterprise and in 
keeping with other legitimate 
lines of business which in the 
past have been considered more 


dealership. 

The code means less used car 
losses, and this is why a dealer's 
banker is automobile code minded 
and doesn’t look down on this 
business of ours as he has pre- 





the same as at least 95 per cent) 
of the dealers in this section are 
for it. 


, Says Gemmer 


By Ss. E. . GEMMER 
Forest City Motor Co., Chevrolet, Portland, Me. 


Your editorial on the Code is 
heartily endorsed by every mem- 
ber of this organization. Our | 
company consists of 55 members, | 
and we are code minded just one 
hundred per cent. We are code) 
minded because there has been | 
tremendous financial improve- | 
ment in our operation under the | 
code, our used car losses have | 
been practically wiped gut and 
we feel that if this cofle was 
eliminated we would be ready to} 
close our doors or sell our busi- | 
ness. However, I cannot imagine | 
anyone wanting to buy an auto- 
mobile dealership with the code 
out of operation. 


Most assuredly we would be| 
making competitive bids on “old | 
iron” if there wasn’t a limit or | 
stopper of some sort in allow- | 
ances. 


automobile dealer who can possi- | 
bly take exceptions to any por- 
tion of your editorial, or how you 
stand on it, or in any way feel | 
that the code is cramping his 


| 


| date this year amounts to $253.00, 
which is 56c per new car sold. 
am positively 
how many 


We have one of the largest con- 


tracts in New England, same be- 


ing 700 new Chevrolet cars, and | 


there isn’t a question of doubt in | 
our minds but what the code is | 
worth thousands of dollars to us. | 
Certainly the code has not hurt} 
our business 
volume. 
to climb on this code wagon and | 
help to retain the greatest profit | 
incentive that has ever come into 
our possession. 
might be a few things wrong with | 
it, 
offering any 
pared with the real profit results. | 


curtailed sales | 
dealer's job | 


or 
It is every 


Certainly there | 


splitting hairs in| 
criticism as com-| 


but it is 


In another letter to your paper, | 


I stated that our used car losses | 
for the year amounted to T5c per | 
new car sold. 
letter 
I cannot conceive of any | have made 
intelligent hard-working honest | this figure. 


Since writing this | 
month ago, we'| 
improvement on | 


about a 


an 


Our gross loss on used cars to 





I} 
ashamed to state 
thousands of dollars | 


operation instead of helping him.| we have lost on used cars here- 


It has been the greatest incentive | tofore. 


I also recently remarked 


for us to do a good job through-| to you that aside from our strong 
out our entire organization than financial profit picture this year, 


anything that has 


date. 




























securing business? 

Yes—55 No—33 
2—State whether or not in yo 
pliance can be obtained? 

Yes—53 No—34 


hours? 
Yes—34 No—53 

what would you suggest to 
Yes—44 No—39 


Yes—83 No—5 


Yes—814 No—3 





Revised Ballot Returns 


1—State whether or not the code has resulted in financial 
benefit to you since its inception, taking into considera- 
tion any extra overhead charges, detail work or cost of 


3—Assuming that all marketing provisions of the code 
eliminated and only wages and hours provisions remained, 
are you willing to contribute and pay NRA wages 


4—Are you satisfied with the code as it now stands? 
5—Have you regularly attended code meetings? 


6—Have you made monthly reports to your code authority 
regarding your used car transactions? 





happened to! which is better than any year in | 
our 


history, I got a great kick 


No answer—0 
ur opinion 90 per cent com- 




















No answer—l 

were 
and 
No answer—l 

If not 
improve it? 


No answer—5 


No answer—0 


No answer—l 


| been 


‘|| this time. 


viously. This is a fact and any 


| good dealer knows it. 


Haleell Urges 
Real Assistance 
In Enforcement 


By CHAS. HALSELL 
Halsell Motor Co. 
Chevrolet 
Bonham, Tex. 

Enclosed find our code ballot. 
As I am chairman of the Gray- 


safe and sane than an automobile | 
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Dealers Hail and Rail ADN Code Stand Editorial 


Approves ADN Editorial 
In Support of Dealer Code 


By W. H. WI 
Willcockson Motors, Buick and Pontiac, 


This was the only means | 
they had in taking business away | 





|Greensburg, Pa. Pa., Dealers 


Stand Together for Code 


By JOHN A, KEC K 
Westmoreland Automobile Dealers Assn., Greensburg, Pa. 


At a recent meeting of the! meet and eliminate any and all 
Westmoreland County Automo-| opposition thereto, 
bile Dealers Assn., representing “Be it therefore resolved that 
130 automobile dealers, a resolu-| the Westmoreland County Auto- 
tion was passed by this organ-| mobile Dealers Assn. are opposed 
ization, as opposed to certain; to various articles that have ap- 
articles in your paper which are} peared from time to time in cer- 
against the Motor Vehicle Retail| tain issues of the Automotive 
Trade Code. The resolution is| Daily News; being in such form 
as follows: that they constitute opposition 


“WHEREAS, The Westmore-| t® and lend to dissemination of 
land County Automobile Dealers | Propaganda against the code, and 
Assn. is 100 per cent in favor are material to molding the pub- 


of the policy of the Motor Ve- lic mind in opposition to this 
hicle Retail Trade Code as writ- organization’s desires and the wel- 
ten and enacted, and fare of the automobile retail 


z ; ; business, and further that such 
WHEREAS, It is the desire! articles and writings lend materi- 
of this body of dealers to receive 


ally to defeati 
all benefits available by the vari- . ee ee Per oe 


the code. 

ous provisions and requirements) « 
of the Motor Vehicle Retail Trade | | semen te ak ee 
Code, and | to C. S. Klugh, executive secretary 

“WHEREAS, In an effort to| of the Pennsylvania State Advis- 
effect the various provisions and | | ory Committee and to A. C. Ben- 
requirements of the code they| nett, code commissioner, Pitts- 
deem it advisable to adequately’ burgh, Pa. 


Steiner Declares Code 















































| business 


son-Fannin County Enforcement | 


Committee, I have 
active in trying to get the code 


been fairly | 


enforced. The dealers were all 
very much pleased with it at} 
first, but at present they have | 


practically all quit it because of 
the laxity of enforcement. 

A member of the State En- 
forcement Committee told me 


| 
} 


that the dealers in his town had |} 


agreed to ignore the code. I be-} 
lieve that the dealers are still 
in favor of the code, and that it | 
can be enforced if we will have | 
some sure enough assistance. 


Anonymous 


Praises A DN 
Code Stand 


By A READER 
Name Withheld on Request 
The editorial in your paper of | 
Oct. 6, covering your stand on the | 


| a boxing bout, and tie each boxer 
} in 


| who should be 
;}and deal where they could save 
| the 


Code, in the opinion of the writer | 


is the greatest statement that has 
issued by any publication 
that we have read. 

We are confidently of the opin- 
ion that this Code must stay if 
the dealers are going to stay in 
business. As with but very few 
exceptions all dealers are now on 
the ragged edge, from the finan- 
cial standpoint and another year 
of chiseling such as we had in 
1933 would in our opinion be dis- 


| 
| 





astrous to at least 90 per cent of | 


the dealers in this country. 

It is certainly not very inspiring 
to have the manufacturers take 
the attitude towards the code that 
they are now taking and we trust 
that something will be done to 
make them see the light as it is 
certainly as much of a benefit to 
them for the future good of the 
industry as it is to the dealers. 

Trusting that you will continue 
to help support the code by letting 
the dealers and manufacturers 
know your stand as you did at 












































Is Unfair to Both Side 


By D. HENRY “STEINER 
Steiner & Rohrer, DeSoto-Plymouth, Wadsworth, O. 


Replying to the editorial in| what the owner should take for 
Saturday, Oct. 6, 1934 issue, wish | his old car. He may have a 
to say I doubt very much if the! 1928 model, with new tires, new 
| writer of that editorial has ever| battery, looks and runs like new, 
had any experience in the retail| driven 10,000 or 12,000 miles and 
of either automobile,| your code price allows him $38. 
buggy, or farm machinery. That| His neighbor may have a 1933, 
is a line which has always re-| which is completely wrecked, or 
quired no small amount of can-| at least worn out, and your code 
vassing and soliciting of the trade,| allows him $450 for same. When 
and dealing. he looks at the code price he 

In the selling of automobiles | insists he should get that much 
and tne buying of automobiles,| because the code fixed the value 


makes two sides to the question,| at that price. In either one of 
| the above cases the code has 


and the rights of both should \ 

be considered. I have heard deal-| Placed a barrier between myself 
ers say, “I put one over on that/ and my customer, for on late 
fellow”, but to my mind he put | models code prices are too high. 


In times past it was not con- 


one over on himself. When you | #! : 
sidered good business to take a 


cease being fair to your customer 

you lose in the end. used car at more than 40 per 
2 S teil & ened te: tithes to1 OO of the selling price of a new 
fix a law of fair dealing, rather | °*™ 

than fair competition, that would 
cover both. The code as it stands 
is a hinderance instead of a help 
to business. Were you to stage 


An Example 


For example. During our show 
|last March we demonstrated 
Walter Chrysler Air Flow De Soto 
to over 200 people in one day, 
and the next day we had a father 
and son who came to deal. The 
father had a 66 Willys Knight 
sedan, and the son a 1927 Stutz 
sedan. Both cars had new tires, 
| new batteries and were in first 
class condition. The code price 
on one was $221 and the other $25. 
We had a buyer for the father’s 
66 Willys Knight at $375 and 
owing to the fact that we were 
not allowed to sell his car, the 
20, Col. 1) 


corner out of reach of | 
each other, there would be no} 
fight, for they couldn’t get to-| 
gether. We have had deals like | 
that. The code as set up does 
not take the buying public into 
consideration. They are the ones | 
able to bargain 


his 


most, especially during these | 
times of need and distress. 
I do not think that any law 


code should step in and say 


or (Continued on Page 





























First Ballot Returns 


Below is a recapitulation of the answers received in reply 
to the first code questionnaire suggested by A. L. Penny 
and published in Automotive Daily News: 

Have the advantages of the code outweighed the extra 


overhead charges, extra detail work, and extra cost of 
securing business? 
Yes—50 No—9l No answer—2 

















Do you believe the code can ever be enforced to a point 
where 90 per cent compliance can be obtained? 
Yes—18 No—$2 No answer—3 
If you are not in favor of the continuation of the code 
as it now stands, would you be willing to continue NRA 
wages and hours providing marketing provisions were elimi- 
nated? That is, to reduce the code to its wage and hours 
provisions only? 
Yes—73 


















No—55 No answer—15 










Are you thoroughly satisfied with the code as it now 
stands? 
Yes—39 






No—107 No answer—2 


















Traffic Group 


12-pt. Legislative Plan 


Chicago, Oct. 12.—-A 12-point 
program for the regulation of 
interstate truck traffic is pro- 
posed in a report of the High- 
way Transportation Committee | 
of the National Industrial Traf- | 
fic League, approved by the 
executive committee of that or- 
ganization, at a meeting held in 
Chicago. The report will be| 
presented for a vote of the gen- 
eral membership of the league 
at its annual meeting, to be held 
in New York, Nov. 14 and 15. 

The league’s committee has | 
had the matter before it since 
last March, and has been giving | 
close study to truck matters with 
a view toward recommending 
what should be done at the com- | 
ing session of Congress to bring 
about that co-ordination to which 
Joseph B. Eastman, national co- 
ordinator of transportation, has | 
referred in a number of _his| 
recommendations’ to President | 
Roosevelt. The league’s commit- | 
tee, in its report, however, ex- | 
pressly states that it does not) 
recommend any specific bill, but | 
intends to judge such legislation | 

| 
| 





as may be proposed on the basis | 
of the 12 points contained in its | 


report. These are: 

1. If legislation should contem- | 
plate federal regulation of inter- | 
state trucking rates, such rates | 


should be judged by the costs and 
conditions of highway transporta- | 
tion without reference to the level 
of the rates required to be charged 
by the costs and conditions of other | 
types of transportation. 

s. Whatever policy of 
regulation may be adopted by the | 
federal government it should be 
based on the maintenance and fost- 
ering of that type of transportation. 


3. No attempt should be made 
arbitrarily to define the difference 
between contract and common truck | 
carriers. | 


truck | 








4. No regulation should apply to | 
local transportation, even when in- 
terurban transportation may be 


between localities in different states. 

5. Initial carriers should be made | 
responsible for loss and damage to 
freight. 


Big Quantities | 
Of Safety Glass | 


Broken in Tests 





Toledo, O., Oct. 12..-Thousands | 
of square feet of safety glass 
were deliberately smashed at the 
World’s Fair in Chicago this year | 
to show the added protection 
offered by safety glass in auto- 
mobile, railroad and other modes 
of travel. 

Out of more than 1,000,000 per- 
sons who visited the demonstra- 
tion exhibit of a group of glass 
manufacturers, more than 100,- 
000 tried their pitching skill by 
hurling baseballs at squares of 
plate and safety glass to convince 
themselves, as well as the crowds | 
watching, that the ordinary glass 
shattered and flew while the 
safety glass merely cracked. 

Officials announced that at this 
one exhibit alone more than 50,- 
000 square feet of safety and 
plate glass were broken for dem- 
onstration purposes. Small 
samples of the safety glass were 
given to 20,000 visitors, besides 
150,000 lucky coins and _ 100,000 
pamphlets. 

More than 6,000,000 visitors at 
the World’s Fair this year, who 
witnessed a series of spectacular 
track shows presented by a large 
automobile manufacturer, saw a 
famous driver turn cars over at 
high speeds to demonstrate the 
structural strength of the car 
bodies, and the protection offered 
by safety glass. In other tests, 
men sat inside the cars with their 
faces against the safety glass 
windows while the famous driver 
hurled baseballs against the win- 
dows from the outside. 

Other car manufacturers, as 
well as exhibitors of a stream- | 
lined train, demonstrated the pro- 
tective effectiveness of safety 
glass by shooting steel balls an 
inch in diameter at safety glass. 


| sions of trucks, loads and speed of | 


Proposes 


6. Operators in interstate traffic 
should be required to obtain cer- 
tificates or permits. 

7. Certificates or permits should 
not be revocable by any regulatory 
authority. 

8. The regulatory body should 
have the power to suspend proposed 
interstate rate schedules and in such 
cases the burden of proof of the 
reasonableness of the rates should 
be on the parties filling them. 

9. There should be uniform state | 
legislation with reference to dimen- | 
motor freight carriers. 

10. Common carriers by truck 
should be required to carry liability, 
damage and cargo insurance. 

11. Common earriers by truck | 
should be regulated both with refer- | 





ence 
| rates; 


| of such rate 


to maximum and 
contract carriers with refer- 
ence to minimum rates only; and | 
there should be no regulation what- | 
ever of vehicles operated by owners | 
or corporations not for hire. 


12. Any __ proposed 
should carry a clause excepting com- 
mon and contract 
ing companies already in operation. 


regulation | 


interstate truck- | 


Preliminary to whatever regu- | 


lation might be adopted by Con- 


gress, the committee recom- 
mended that the present code 


| Dahut, 


authority of the trucking indus- | 


try require the filing of interstate 
trucking rates and the making 
files 


useful in formulating legislation, 
may be developed. 


open to the| 
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| ship 


| public. It was also recommended 
that such practice of rate filing | 
as well as truck registrations 

| under the code be studied and 
that their practice under the 
code be considered an “experi- 

| ence” period from which data, | 


| points. 


ioe Dahut Wins Rusco 


Nat'l Sales Contest 
Middletown, Conn., Oct. 12.—A 
demonstration of real salesman- 
and proof that the brake 
lining business 
is definitely on 
the upgrade are 
shown in the 
record of Gerry 
of New 
Rochelle, N. Y., 
who won first 
prize in the 
Rusco Engin- 
eered Brake 
Service Nation- 
al Sales Con- 
test, the result 





Gerry Dahut 


of which was announced by the 
| Russell Mfg. Co. here this week. 
Dahut ran up a total of 10,000 | 


points while his nearest com-| 
petitor, G. M. DeWitt, of the| 
New York office, totaled 7,650 | 
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Auburn Shipped 
1,040 New Units 
In Past Month 


Auburn, Ind., Oct. 12.—-Auburn 
Automobile Co. shipped 1,040 cars 
in September of this year, Roy 


H. Faulkner, president, an- 
nounced today. This was more 
than triple the shipments in 


September, 1933, which totaled 
305 cars, and 26 per cent more 
| than September, 1931, the com- 
| pany’s banner year. 

Faulkner stated that more than 
500 unfilled orders were now on 
| hand at the factory and that 
orders from dealers and distribu- 
tors were keeping pace with pro- 
duction. The October produc- 
tion schedule will be the same 
as for September, he announced. 





“In our territory, International is the standard 
by which other trucks are judged.” 


O. GLENN STAPLEY, The O. S. Stapley Company 


Here is a veteran 


International Truck dealer tell- 
ing you what the International 
franchise means to a dealer. 


OTR aUTOR, 


Mamowane 
ComTmactons 





< 
* AnD 
MOTOR Taucne 


The O. S. Stapley Company, 
Phoenix, Ariz., has sold In- 


ternationals for many years. 
Their word carries weight 


Gentlemen; 


because they know what this 
truck business is all about. 
Read what O. Glenn Stapley 


says about the profit 


there 


is in selling Internationals, 


the future prospects for the 


dealer, the quality of I 


nationals, and the help the 
Harvester Company gives 


its dealers. 


Call the nearest Inter- 
national Branch for full 
details about the Interna- 


tional Truck contract 
your territory. 


Four members of the Stapley family grouped around the new Half-Ton International 
L. Stapley, vice president of The O. S. Stapley 


Truck. From left to right they are: D 
Company; O. Glenr Stapley, secretary-treasurer, writer of the letter shown here; 


The 
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O. S. Stapley, president; and L. A. Stapley, sales manager. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


INTERNATIONAL TRUCKS 
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Our 


Tanchise to dealers 


Here Is What 
international Offers: 


A complete line of trucks from 12-ton to 10-ton. 


A reputation without 
after-sale service. 


zines, newspapers, 





equal for quality and 


215 International Harvester 
branches offering International dealers the closest 
possible assistance in sales and service. International 
Truck finance plan on both new and used trucks. 
Largest advertising campaign of any full-line 
truck manufacturer, constantly promoting the 
sale of Internationals in national maga- 


vocational publications, 


and through direct-mail. 
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Bashers Hail and Rail ADN Code Stand Editorial 


Steiner Declares Code 


Is Unfair to Both Sides 


(Continued from Page 18) 
son refused to take $25 for his, who will be prosecuted and perse- 


we lost both deals. They are 
still running their old cars while 
they could have well afforded 
to buy the new style, but did not 
want to take code price. We, as 
dealers could well afford to bar- 
gain to get these new cars before 
the public, but for fear of code 
violation we lost them both. 


In fact price fixing on owners’ 
cars is not only unfair but a mis- 
take, and to my mind unconstitu- 
tional. It robs the buyer of his 
personal liberty and right to bar- 
gain; he has no incentive to deal, 
therefore keeps his old car. The 
dealer on the other hand instead 
of being a dealer or salesman, 
he is simply an agent to dispense 
his wares at government prices, 


with the result that car sales are | 


not what they should be, and 
does not conform with the im- 
proved financial condition of the 
country. 


I am 100 per cent Democrat and 
100 per cent for Franklin D. 
Roosevelt. He needs the help, 
co-operation, and 
every citizen, and for God sake 


sympathy of! the dealers in this locality than 





don’t blame him for some of the | 


unfair codes set by some weak- 
kneed sister, who never did learn 
to think or reason. Eventually 
someone who has a little 


good | 


horse sense will get hold of those | 


codes and make them practical. 


Again if the dealer lets code 
prices govern their top appraisals 
it will not only mean a loss of 
their profit, but in many cases a 
loss on the cost of the new car. 
If you will interpret the code 


rules as intended and not delve | 


into technicalities you will be 
nearer right and help yourself 
out of the red, as well as helping 
the Recovery Program. 


As to abiding by the law, most 
good citizens want to do so and 
will when they are fair and based 
on God’s Law, that is the Ten 
Commandments. You remember 
the 18th Amendment, and the 
effect it had on our good people? 


|up to and supporting the code 


It taught them to be liars and | 


law violators, which led them to 
disregard all laws. 
code laws that are unfair and 
they are such that good citizens 
are lying and resorting to all 
kinds of dishonest schemes and 
plans to gain their ends, and will 
swear falsely, in fact will swear 
to anything. It makes dishonest 
men out of honest. 

But the conscientious man who 
believes in God’s Law, that is the 
Ten Commandments, always tries 
to live up to them, will be the one 








Coming Events 





Now we have | 


| our various codes? 


cuted, because he don’t blanket | 
and try deception in his dealing. | 
In other words he can’t cover 
up his deals because he naturally 
makes a very poor liar. 

When will some good honest 
citizen come to our relief and help 
make the proper corrections in 


Says ‘New Deal’ 
Opponents Back 
Code Opposition 











By C. S. LEWIS, Treas. 
Lewis Chevrolet Co. 
Beckley, W. Va. 

I have read with much interest 
the numerous letters which you 
have published pertaining to the 
auto dealers’ code. 

The code has been most help- 
ful to me and has done more for 


anything else has ever done, 
and 90 per cent of the deal- 
ers are supporting the code, and 
would not give it up for anything 
in reason. 

Honestly, about the only ones | 
down here who are not living 


are those few who are opposed 
to every phase of the new deal 
and are doing everything in their | 
power to discredit it. : 








Wissen Pans 


A DN on Code 
Ballot Heading 


By RALPH WARREN 
Acme Motor Co. 
Hudson-Terraplane 
Huntington, W. Va. 


Frankly, I can’t reconcile your 
heading “Voters Turn Thumbs 
Down on Code” contained in the 
issue of Saturday, Sept. 29. And 
then the sub-heading “Polls 
Show Eight in Favor—Thirty-four 


| Opposed”. 


As distributor of Hudson-built 
products, it is necessary for me 
to do considerable traveling and 
the statistics and evident attitude 
of your paper in connection with 
the code is so inconsistent with 
the vast majority of the dealers, 


| it is impossible for me to recon- 
| cile the two. 


If I should hazard 


a guess, I would say that at 


| least 85 per cent of the dealers 


want the code and are willing 
to live up to it. In this state, we 
are having very little trouble. 
Enforcement has been particu- 
larly good and is getting better 
all the time. 

Of course, it is your privilege 
to conduct your paper as you 
see fit, but if it is supposed to 
be operated for the good of the 
vast majority of automobile deal- 
ers, I would think you would 
support the code vigorously. I 
don’t think any level-headed busi- 
ness man could possibly say that 
the code, even as it stands today, 
isn’t the dealers’ salvation. Of 
course, it could be improved upon 
materially, but it should be born 
in mind that it has been in opera- 
tion only one year. 


|Pe 


By A. L. PED L. 
Rockingham Auto Corp., 


I regret that several of your 
correspondents have made per- 
sonal a purely business matter. 
This Retail Auto Code is a busi- 
ness matter—a very vital one, and 
anything so closely related to our 
industry should very properly be 


discussed pro and con in your 
columns. 
Sometimes I agree with the 


gentlemen from Fort Worth in 
saying that my head should be 
examined. After going through 
all the preliminaries toward trad- 
ing with an old customer, having 
been told to get a certain type 
and color of new car ready for 
delivery that he will take it at a 
certain hour—after waiting a 
couple of hours past that time 
and upon going to his home, find- 
ing a shining new Blank in his 
garage, is hardly calculated to 
make one feel jubilant and self- 
confident. When the purchaser 
is asked why he traded for the 
Blank, since- we had offered him 
the top of the book and no dealer 
could offer more—he smiles 
knowingly and asks, “Wouldn’t 
you like to know?” After this 
happens a number of times with 
prospects who have been custom- 
ers and friends for years, I nat- 
urally wonder whether my head 
is o. k. or whether this is all part 
of the game according to code 
rules and part of the New Deal. 


Answering yours (the editor’s) 
question—the writer was first in 
this small community to wire 





enny Says Code is Good 
But «There Ain’t No Santa’”’ 


PENNY 

Ford, Leaksville, N. C. 
President Roosevelt acceptance 
of his re-employment agreement 
—has attended every code meet- 
ing including the preliminary 
ones—signed the retail auto code 
promptly—-has sent in used car 
and all other reports promptly 
and have sincerely endeavored to 
live within the code to the best 
of my knowledge—to this good 
day. Being director from this 
county in our local code district 
—I have tried to become well in- 
formed on code provisions with 
an idea of helping neighboring 
dealers to understand and abide 
by restrictions. But—I have never 
believed we could secure suffi- 
cient evidence to enforce the 
marketing provisions and the past 
year’s trial has simply strength- 
ened that belief. 


Certainly—the code is a fine 
standard of ethics — undoubtedly 
we all would make more money 
and with greater ease if every- 
body (or nearly all) in the busi- 
ness would live according to the 
code but—-human nature isn’t 
made that way—there is no Santa 
Claus and the goal sought by the 
marketing provisions of the code 
is merely an unattainable utopia. 


If the above is true—and I am 
confident it is—we’ll all be better 
off to reduce the code to its wage 
and hour provisions which will 
almost enforce themselves. Then 
we'll all be on the same basis. 


(Continued on Page 21, Col. 1) 


CUMULATIVE PASSENGER CAR REGISTRATIONS 


These cumulative figures, showing the number of new passenger automobiles registered in each state during the preceding month are published by 





































































Automotive Daily News immediately upon receipt twice weekly. Figures supplied by R. L. Polk & Co., with the exception of New Jersey, which 
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OCTOBER 
22-26—Philadelphia, Pa. American Foundry- 
men’s Assn. Convention 
22-26—Philadelphia, Pa. International Foun- 
dry Congress. 
31-Nov. 2—New York. National Foreign Trade 
Council. 
24-25—Chicago. National Battery Makers 
Assn. Annual Convention 
NOVEMBER 
12-15—Dallas, Texas. American Petroleum 
Institute, Fifteenth Annual Meeting. 
15-17—Pittsburgh, Pa. American Institute of | 
Chemical Engineers. 
19-23—Cleveland, 0. Automotive Service In 
dustries Show Participating Associa- | 
tions: National Standard Parts Assn., 
Motor and Equipment Wholesalers Assn. 
and Motor and Equipment Manufac- | 
turers Assn 
DECEMBER 
3-8—New York. National Exposition of 


Power and Mechanical Engineering 


6-7—Washington, D. C. Highway Research 
Board, Fourteenth Annual Meeting 
10—Phoenix, Ariz. Western Motor Vehicle 
Conference. 
JANUARY 
5-12—New York. New York Automobile 
Show, under auspices of Automobile 
Merchants Assn. of New York, Inc, 
7—New York. Society of Automotive En- 
gineers, Annual Dinner. 
26-Feb. 2—Chicago. Chicago Automobile Show. 
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Dealers Hail and Rail ADN Code Stand Editorial 


Penny Says Code is Good 


But «There Ain’t No Santa”’ 


(Continued from Page 20) 
the old days when Cadillac had 
copper- jacketed cylinder blocs 
and Jackson with its motto 
hill too steep—No sand too deep” 
was a serious contender for fu- 
ture greatness. In all those in- 
tervening years I have somehow 
managed to keep the sheriff away 
but under the code—I begin to 
“thrill at his proximity,” as 
Wimpy says. 


The dealers willing to chisel are 
too numerous to be ignored and 
all the department of justice op- 
eratives in the country couldn’t 
secure sufficient evidence to make 
compliance 90 per cent effective. 
Answering your Baltimore cor- 
respondent—Leaksville is a 
mighty good little one horse town 
of about 1,800 people on the N. C.- 
Va. border where we sold 203 new 


Fords last year (1933) and 624| May I say that I had no inten- 
used units—-and made a very|tion of making questions sug- 


gested, “leading.” I simply wanted 
a cross current of opinion from 
your subscribers. 


pleasing profit. The writer is in 
no sense a big shot but has been 
in the automobile business since 


Berks County Dealers Back 
Code; Doubt ADN Sincerity 


By H. M. WOELFLY 
Reading Automotive Trade Assn., Reading, Pa. 
It is really too bad you could|the opinion that the sole excuse 
not have been present at the|for the publication of your paper 


meeting today of the automobile} Was to try to popularize manu- 
dealers of Berks county, Pa. If facturer thinking with the dealer 


you had been present, I am sure body. Your handling of the code 
vote which you are conducting 

you would have heard some only seemed to confirm this in 

things that, while hardly compli- ‘ : 


re F the minds of these dealers. 
mentary to the editorial policy of Your editorial in your issue of 
your paper, at the same time,/Qct. 6 was read to the dealers, 
might have been enlightening to] ang many thought this was only 
you and possibly helpful to you,| an attempt to whitewash the pre- 
if you are interested in future 


1 a vious articles and editorials which 
subscriptions for your paper from | have appeared on this same sub- 
automobile dealers. 


ject. 
_ Many dealers seemed to be of 


BY MAKES, 








dealer code ballot was 
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Total 9 states 27 

for September 33] 14 14 22 

Florida "341 12 3 15] (17 
33 | | 5 58 
Georgia 34 4 8 12] 8 1 
_ 733 3 3] 6 = 25 
Illinois 341 85 58 143 | 40 1 
33 | 16 16] 21 3 

Minnesota 34] 27 16 43] 5 

_ 33] 1 +] l 
North Carolina ’34| 5 6 11 7 1 
/ 33] 1 l ‘| 27 
Virginia 341 21 20 41| 4 1 
7334 _ 10 10] 1 9 

District of Columbia 34 | 3 6 9 6 
_ 733] a 4| 3 

Total 16 states 34] 282 191, 473] 

for September 331 115] 115 64) 145 
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read and a vote taken; and I am 
pleased to announce that all deal- 
ers present voted yes on questions 
one, two, four, five, and six; and 
that all dealers present voted no 
on question three of this ballot. 

There were eighteen dealers 
present at the meeting today, so 
if you want a true picture of 
dealer thought on the code, chalk 
up eighteen more votes, which 
just about wipes out the unfavor- 
able majority that you played up 
so big in your issue of Sept. 29. 

I might also add that knowing 
the sentiment of the other deal- 
ers in the county as I do, if ah 
had been present the vote for the 
code would, unquestionably, have 
been around 60 votes. 

We have had at least 95 per 
cent code observance in this sec- 
tion, and sincerely hope we can 
continue on this basis. 

Ed. Note: We regret very much 
that we cannot count the 18 votes 
for the code taken by the Read- 
ing Automotive Trade Assn. with- 
out having individual ballots 
checked by the voting members. 
The same rule must apply also to 
any group votes against the code. 
In making this ruling we do not 
question the statement made by 
Mr. Woelfly that 18 dealers did 
vote for the code and that others 
would have had they been pres- 
ent. We do feel, however, that 
in fairness to both sides and to 
ourselves the poll returns should 
be based on actual ballots mailed 
to us by dealers and distributors 
or associations representing deal- 
ers who wish to cast an individual 
vote. Ballot proofs will be sup- 
plied upon request and there is 
no obligation upon those not read- 
ers of ADN to write for their 
ballot if they desire it. 





16 STATES, SEPTEMBER 1934-1933 


North Dakota, Utah, West Virginia, 
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Wisconsin and South Carolina, 


NON-AFFILIATED MANUFACTURERS 












on | St. Joseph, Mo., Dealers 
Pledge Vesper Support 


By R. S TRACHSEL 
St. Joseph Automobile Dealers’ Assn., St. Joseph, Mo. 

We are enclosing you herewith “Be It Further Resolved, that 
copy of a resolution which was] the above group wants to go on 
forwarded to the NADA today. record as having appreciated 

We thought possibly you might] every effort on the part of the 
also be interested in this resolu-} NADA to continue its existence 
tion. and to express their appreciation 

The resolution follows: for those who spent their time 

“Whereas there seems to be €4n|] and money to bring about and 
occasional dealer who is not en-| make possible the Automobile Re- 
tirely in accord with the NRA tailing Code.” 
and the Automobile Dealers Re- 
tailing Code, 

“Whereas these dealers have 
gone so far as to express them- 
selves publicly, 

“Whereas we feel that such 
statements could come only from 
more or less inexperienced auto- 
mobile dealers, 

“Whereas the outcome of such 
statements would have a tendency 
to damage the organization and 
might thereby bring about the 
wrong kind of impression, and 

“Whereas the automobile deal- 
ers of St. Joseph are unanimously 
in accord and in sympathy with 
the code, 

“Be It Resolved, therefore, that 
the Automobile Dealers Assn. of 
St. Joseph, do want to go on 
record with the NADA or any- 
one else who might be concerned, 
as being thoroughly in accord 
with the automobile retailing 
code, in practically every instance 
and because of the peculiar na- 
ture of the automobile business 
it is almost impossible to do busi- 
ness unless the dealers are gov- 
erned _and protected by a code, 
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1925 


Proposal made that leading rubber 
manufacturers of United States 
established their own plantations in 
the Phillipines. Rickenbacker 
Motor Co. promised a couple million 
dollars more working capital. . 

Firestone sales for its fiscal year 
exceed $115,000,000. Electric 
Auto-Lite moves its Poughkeepsie 
plant to Toledo. ... Andre Citroen, 
French small-car manufacturer, cre- 
ated officer of Legion of Honor. 


1926 


Just think and make comparisons. 
New York show drawings made for 
45 car manufacturers, 19 truck man- 
ufacturers and four taxi cab builders. 

. Dodge earns $7,500,000 in third 
quarter before interest and taxes. 
Installment buying leads to 
dec reased purch:z ising power and has 
gone too far now is declaration made 
by Henry Ford in interview by 
Samuel Crowther in the American 
Bankers’ Assn. Journal. 


1927 


D. H. Kelly re-elected president of 
National Battery Manufacturers 











Assn. ... H. T. Boulden is named 
| i manager of Pierce-Arrow truck di- 
3 b> vision....Oakland announces it will 
S ‘ ae ae build $3,000,000 assembly plant... . 
$+ Bo) 3 § a4 Ford gets concession in Brazil for 
8 Z- = 28 os 4,000,000 acres for production of 
mw n = = == rubber. 
2 1928 
7 3) ; 11796 Howard E. Reymond, vieo-poele 
dent of the board of the B. F. Good- 
1 25 29 2033 rich Co., with company since 1895, 
i 10 54 1462 | dies. Cadillac eight motor is 
7 40 17 3486] engine plant in General Motors 
4 37 15 | 3374 | Truck Co’s. new model Yellow Coach. 
: ae ; en Earle V. Hennecke, formerly 
18 187 4 11] 9245 Moto- Meter sales manager, re-enters 
18 129 24 G| 8210] industry with the R. M. Hollings- 
8 58 1 | 2830 head Co., Camden, N. J. 
12 50 1 | 2745 1929 
2 22 12 | 4922 Soviet Russia buys $1,200,000 
1 13 14 | 2941] | worth of tools at National Machine 
Tool Congress and Exposition in 
I 40 3 | 2809 Cleveland. . . . C. F. Leland made 
l 28 j | 2578] sales manager of Triplex Safety 
2 25 2 | 1354| Glass Co., of Clifton, N. J. 
25 3 | 1306 1930 
9 38531 United Etates Rubber Co. buys 
72| 415 195 14 34415] controlling interest in Samson Rub- 





ber Corp., of Los Angeles. . ; 
Changes made in Hudson executive 
personnel, Chester G. Abbott being 
made assistant general manager, 
W. R. Tracy sales manager and A 
J. Eldred resigning as advertising 
manager. 





















1931 

Frank L. Wiethoff resigns from 
208) 2242) 506 47 Willys-Overland to become sales 
199! 2390) 1010| 320 manager of Rockne. . . . First car 
ci e = =. comes off line in Ford’s new English 
222} 2228| 355 23 94887 | plant at Dagenheim. a. 
196) 2164) 847] 162 6947) | Grant, View premesat of Seana! 
| - | tors, predicts that the first half o 

222; 4164) 325 23 173287 | 59. : : “aig” 

" sé 31. 
194| 2215] 882) 159] 78749 32 will top = period in 
261; 4891| 400/32] 222900 ss 
253| 2859] 1051 288] 119972) , Coorg t sales director... Roy 
519| 4140) 825) 21 219163 Kerby closes deal with Continental 
369| 3490] 2576) 155 160225} to build that car in Canada under 
465| 5226) 772) 18] 223642| the name of Frontenac. ... Marlin- 
376 4192| 2546] 104] 174219 pecanes  consetanten sales of all 
467| 4745) 938 26 228760 1933 
396} 4119] 1444 76 185700 want o xeed a 

ao = illiam S. Knudsen, president o 

506 3653 912) 23 193836 Chevrolet, is selected for the job of 

299) 3202) 1415 76] 178935 | executive vice-president of General 

2759| 31288} 5033) 213] 1417709} Motors. Nash announces it 

2281) 24631/11771| 1290] 1047116 ae toes {eee = 

~ ) at ay hk e.s je 

2810, 31854| 5112! 224 1456240 ployes adopt Walter Chrysler’s offer 
2353 25046/11966) 1304] 1081531 | of collective bargaining. 




















Spurt in . Motors 
Given Impetus 


By General Rise 


New York, Oct. 12.—Shares of 
automobile companies this week 
enjoyed their best rally on the 
New York stock exchange in sev- 
eral months. General Motors 
sold at the highest prices since 
July and Chrysler was at its best 
level since early in August, thus 
wiping out losses of the past two 
months. 

Chrysler was outstanding in an 
apparent rush to buy motor 
stocks in anticipation of further 
improvement in business next 
year. The motors, however, were 
helped by a rally in the general 
market, due to improved feeling 
in Wall Street about the entire 
business outlook and the removal 
of at least a part of the fear that 
the next congress will get out of 
hand. President Roosevelt's re- 
cent utterances have helped to re- 
store confidence among business 
leaders. 

The stock market was closed 
Friday, a legal holiday in New 
York. 


Weekly Price Averages 
The Automotive Daily News 
stock price averages showed the 





following changes in the week 
ended Oct. 10: 

Last This 

Week Week Changes 
i MOND Kconesessceee 19.84 20.99 +1 27 
10 Car-truck companies. 20.67 21.04 -+-0.74 
10 Parts-accessories .... 16.74 17.48 = +-0.35 
4 Tire-rubbers ........ 15.11 15.44 +115 


In this week it was the car and 
truck company shares that 
showed the most striking buoy- 
ancy, with General Motors and 
Chrysler setting the pace. The 
buying was the most impressive 
to come into the market for mo- 
tor shares in many weeks. Par- 
ticularly encouraging was _ the 
rally on Wednesday. The fea- 
ture of the whole situation was 
that the feeling in financial quar- 
ters concerning the automobile 
industry was more favorable than 
for some time. 


Await New Legislation 


Without professing to know 
whether it is true or not, we 
present what is probably the 


chief explanation heard in Wal) 
Street for the delay, or apparent 
delay, in intensive work by the 
industry on the preparation ot 
new models for next year. It is 
that the leaders among the auto- 
mobile men fear what 1935 may 
bring in the way of new and 
radical legislation at Washington. 

At the same time, however, the 
Street is full of stories that the 
sales executives of the motor car 
companies are bubbling over with 
confidence that consumer pur- 
chases of new cars next year will 
top those of 1934. Perhaps the 
sales managers haven't yet re- 
ported to their superior officers? 
No doubt the new models will 
make their appearance in due 
time, although there may be a 
little more secrecy or less ad- 
vance information than usual. 
Without meaning to be “catty,” 
it sometimes occurs to us that 
when Wall Street doesn’t “know,” 
it “invents.” Well, it takes a 
difference of opinion to make a 
market. 


Accessory Groups Lead 

Appraisals of company earn- 
ings for the full year 1934 are 
beginning to make their appear- 
ance in greater numbers. Some 
surprise has been expressed at 
the more rapid progress in recov- 
ery, 
among the parts and accessory 
companies, than among the car 
and truck concerns. The ex- 
planation is simple enough. The 
parts and accessory companies, 
generally speaking, depend for 
their prosperity on the volume 
of motor vehicle production by 
the industry as a whole, while 
the car and truck units depend 
in a greater degree on their in- 


| 


as measured by earnings, | 


dividual shares of the total buy- | 


ing of cars by the public. On 
the other hand, the parts com- 
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Motor Shares Have Heavy Role in Week’s Rally 


panies have a much smaller and 
less fickle market to contact. 

Estimates are placing Bohn 
Aluminum & Brass Corp. earn- 
ings for the full year at around 
$5 a share, Borg-Warner and 
Briggs Mfg. at $2 each, Electric 
Storage Battery at $3, Raybestos- 
Manhattan $1.50 to $1.75, Timken- 
Detroit 50 cents, and Timken 
Roller Bearing around $1.75. 
Little information is available on 
forecasts for the car and truck 
companies, there still being con- 
siderable doubt as _ to _ profit 
margins. It appears that there 
again will be a number of deficits, 
however. 

It is understood that sales of 
Raybestos-Manhattan in the first 
eight months of this year were 
about $3,000,000 better than in 
the like 1933 period. This com- 
pany earned $1.12 a share in the 
first half of this year and is be- 
lieved to have had a profit of be- 
tween 25 and 30 cents a share in 
the two months of July and Aug- 
ust and another 10 cents in Sep- 
tember, or 35 to 40 cents for the 
third quarter. The net for the 
full year 1933 was $1.07. 

Borg-Warner is_ believed to 
have earned between $450,000 and 
$500,000 in the third quarter, 
bringing the profit for the first 
nine months to more than $2,400,- 
000, or $1.90 a share, or more than 
in any full year since 1929, 

Financial quarters here are 
showing much interest in the re- 
port that a buyer has been found 
tor the H. H. Franklin Mfg. Co. 
and that a low-priced, air-cooled 
car is to be built. 


Delay White Meeting 
The annual meeting of the 
White Motor Co. has been post- 
poned for the sixth time and it 
now appears it won’t be held un- 
til some time in November. 
Evans Products Co. had cur- 
rent assets on Aug. 31 totaling 
$3,251,181, including $2,000,036 in 
cash, and $297,327 in marketable 
securities, and current liabilities 
of $773,404. Waukesha Motor Co. 
had current assets on July 31 of 
$2,464,581 and current liabilities 
of $218,418. 











Last Minute Wall Street Wires 


From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





a legal holiday. 





New York, Oct. 12, 3:35 P.M.—The New York Stock Ex- 
change was closed today in observance of Columbus Day, 











Nash Motors Co. has declared 
a dividend of 25 cents a share on 
its capital stock, payable Nov. 1 
to stockholders of record Oct. 19. 
A similar amount was paid in 
the preceding quarter. Midland 
Steel Products Corp. declared a 
quarterly dividend of $1 on its 8 
per cent cumulative preferred 
stock. On July 1, last, $2 was 
paid on the stock. 


Vogt Declares 
Vogt Mfg. Co. this week re- 
sumed dividends on its common 
stock at the rate of 25 cents quar- 
terly, payable Nov. 1 to stock- 
holders of record Oct. 15. The 
last previous payment was 15 

cents, made Apr. 1, 1932. 


Sustain License Law 

Oklahoma City, Okla., Oct. 12 
(UTPS).—aAt least for the present 
the state supreme court has upheld 
efforts of city officials to regulate 
second-hand automobile yards here 
through licensing ordinance requir- 
ing payment of a $20 annual fee. 
The high court reversed a decision 
of Judge R. P. Hill of the Oklahoma 
county district court who had 
granted the Norton-Johnson Buick 
Co. and 13 other new car dealers 
who operate used car yards an 
injunction against enforcement of 
the ordinance. City officials con- 
tended the ordinance provides a 
check useful in recovering stolen 
ears. They said about 1,200 auto- 
mobiles valued at more than $125,- 
000 are stolen annually in Oklahoma 
City. 


Dominion Car Financing 


Has Big Gain in August 


Toronto, Ont., Oct. 12 (UTPS). 
—In the announcement just 
made by the federal officials re- 
garding motor car financing in 
Canada in August an increase of 
approximately 75 per cent is 
shown as compared with August 
of last year. New and used au- 
tomobiles, trucks and buses fi- 
nanced in August this year to- 
taled 7,462 und the amount of 
financing was $2,865,790, as against 
4,783 at $1,810,834 in August, 1933. 

New cars financed totaled 2,126 
in August, and financing 
amounted to $1,496,558, against 
1,388 at $908,390 in the same 
month last year, while used cars 
numbered 5,336 at $1,369,232, 
against 3,395 at $902,444 for Au- 
gust, 1933. 


Report Service Wage 


Oklahoma City, Okla., Oct. 12 
(UTPS).—Automobile repair shops 
and similar establishments in Okla- 
homa reported to W. A. Murphy, 
state labor commissioner, total em- 
ployment during August of 420, 
with total weekly payrolls of $9,- 
521.81, or $22.67 each. This per 
capita weekly wage is higher than 
the average of $21.62 for all indus- 
tries reporting. 








AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, THURSDAY, OCTOBER 11, 1934 


Due to the closing of the New York Stock Exchange for Columbus Day prices are shown 


for Thursday’s closing. 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 
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Nash Expansion 
Drive Reflected 


In Statement 





Kenosha, Wis., Oct. 12.—The 
Nash Motors Co. has declared 
a dividend of 25 cents per share, 
payable Nov. 1, to stockholders 
of record, Oct. 19. 


For the quarter ending Aug. 
31 the company had a loss of 
$628,517.26 after all charges, as 
compared to a loss of $430,515.76 
in the same quarter of 1933. 


In a statement, C. W. Nash, 
chairman of the board of direct- 
ors, called attention to the fact 
that shipments to dealers during 
this quarter were 7,630 cars 
greater than during the same 
quarter last year arid that ship- 
ments for the first three quart- 
ers of the fiscal year were 19,- 
224 cars more than for the same 
period last year. 


“Our loss in the third quarter, 
despite the substantial gains in 
business, must be considered as 
the cost of a very definite ex- 
pansion program which has been 
pursued this year—a program 
which seeks as its major objec- 
tive to advance our competitive 
position and to strengthen our 
dealer organization,” said Nash. 
“The welfare of our dealer or- 
ganization must be our primary 
concern,” he concluded. 


Five Distributors, 
17 Dealers Join 
Ranks of Auburn 


Auburn, Ind., Oct. 12.— Five 
new distributors and 17 new deal- 
ers have joined the list of Auburn 
outlets, since Aug. 24, according 
to R. H. Faulkner, president of 
the Auburn Automobile Co. 


The new distributors signed 
are: Williams Motor Co., Lexing- 
ton, Ky; Teefy-Seltz Co., Inc., 
Philadelphia, Pa.; National Mo- 
tors, Inc., Hartford, Conn.; 
Thinker Motor Co., Milwaukee, 
Wis.; Schweer Auburn Co,, 
Waterloo, Ia. 

The new dealers signed include 
the following: 


Cleveland—C. I. Mills, Ravenna, 
O.; Snyder Sales and_ Service, 
Dover, O.; Balderson’s Auto Sales, 
Canton, O. Chicago—Auiler Motor 
Sales Co., Inc., Hammond, Ind.; 
Ridge Motor Sales Co., Evanston, 
Ill. Miami—Auburn Sales and Serv- 
ice, Miami, Fla. Baltimore—Para- 
mount Auto and Electric Co., Balti- 
more, Md. Los Angeles—Moyer 
Motors, Hollywood, Calif. 

New York—Kazlow Motor Sales, 
Woodhaven, L. I.; J. Robert Bridge, 
Greenwich, Conn. Milwaukee — 
Marchese Brothers, Milwaukee, 
Wis.; New Ludington Motor Co., 
Escanaba, Mich. Detroit—Central 
Auto Company, Bay City, Mich. 
Houston—Charles Newding, Galves- 
ton, Tex. Denver — Christopher 
Hicks, Minturn, Colo. San Antonio 
—Farina Motor Co., McAllen, Tex. 
Kalamazoo—McPherson Auto Sales, 
Battle Creek, Mich. 





O.K. Willys Sale 


Toronto, Ont., Oct. 12 (UTPS).— 
It is announced that holders of 
Willys-Overland Co. six per cent 
notes have raised no objections to 
the sale of the Canadian subsidiary’s 
plants to the Canadian Bank of 
Commerce. The company is to re- 
ceive $25,000 cash and is to be 
released from liability on a $100,000 
note of the Canadian company. 


Objection Deadline 

Washington, Oct. 12.—Next Wed- 
nesday, Oct. 17, has been set as the 
deadline for the filing of objections 
to a proposed modification of the 
code of the anti-friction bearing 
industry. The amendment, NRA’s 
announcement reveals, is that which 
will permit the code authority to 
prepare a code budget and basis of 
assessment for members of the in- 
dustry. 
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AT ONE LOW RATE-BLANKET COVERAGE 
OF ALL GHIGAGU S NEW GAR MARKET! 


Today, on sales results, the Chicago Tribune shows highest productivity 
57% ,, COVERAGE — on advertising of cars in low, medium and high priced fields 


IN 1917 Percentages of coverage 
of the families of Chicago 
and suburbs by daily 

newspapers 


ECAUSE the Tribune gives 

readers more for their money, 
it today has the market coverage 
which enables the Tribune to give 
advertisers more for theirs. 

The Tribune has today more than 
627,000 daily circulation in Chicago 
and suburbs alone. 

This is 52% more daily circulation 
than any other Chicago newspaper 
delivers in the metropolitan market. 


34% 


IN 1934 
ty, 


= 


« 


aan 


IN 1934 | 


It is a coverage practically as large 
as the net coverage of any two other 
Chicago daily newspapers combined. 


FAMILIES AND DAILY NEWSPAPER CIRCULATIONS 
IN METROPOLITAN CHICAGO 
1917 1934 
Number Coverage Number Coverage | 
Families....748,136 — 1,216,563 — | 
Tribune ....270,810 36% 627,160 52% | 
American. ..313,800 42% 412,160 34% 
News ......428,704 57% 383,885 32% ie ? 
Ane cadens dee aeinnaane ua sumualic* ada canhil PLYMOUTH registrations (new) in the first nine months of 1934 increased 19.1% in Cook better advertising job for the motor ry, 
March 31, and for city and suburban only (Chicago) county over the same period last year. In the same period Plymouth placed 34% . 
a more advertising in the Tribune than in any other Chicago newspaper. car manufacturer. As a result, ad- 


vertisers of new passenger cars place 


Reaching so many more people— 
and more people with money to buy | 
automobiles—the Tribune does a 








more linage in the Tribune than ( 
they place in any other Chicago 
newspaper. ij 

During the first nine months of 
this year, while Cook (Chicago) 
county new Car registrations gained 
29.6% over the same period of last 
year, the Tribune carried 44.2% 
more new passenger car advertising 
than any other Chicago newspaper. 

Ask a Tribune representative to 
give you complete information. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 














CHEVROLET registrations (new) were up 14.5% in Cook (Chicago) 
county for the first nine months of 1934. During the same period Chevrolet 
placed 9.2% more advertising in the Tribune than in any other Chicago 
newspaper. 





BEST READ auto editor in Chicago is Hal 


TO REACH THE majority of the owners and users of the Foust of the Tribune. The reason: he writes 
618,000 passenger motor cars registered in Chicago and about road improvements, traffic conditions, 
suburbs, the Sinclair Refining Company, Inc., during the first police regulations, taxes, speed traps, tours 
THE TRIBUNE has more circulation delivered to the home by official nine months of this year placed 58.2% more of their advertis- and those topics of real, personal interest to 


carriers than all other Chicago newspapers combined. ing in the Tribune than in any other Chicago newspaper. motor car owners and users. 
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In every price range . 


The Finest Brakes 
of any type are 


BENDIX BRAKES 


Mechanical 


Bendix pioneered the four-wheel brake. Bendix has 
introduced every major advancement in brakes in the 
last dozen years. Today, Bendix Mechanical Brakes 
are used on cars in every group, from the very costli- 
est to those of tremendous production. 

Year after year, the ceaseless development of these 
great brakes has continued. In easy stopping ability, 
Bendix Mechanical Brakes have always kept well 
ahead of the continually higher speed and greater 
power which the new cars have brought. 


Hydraulic 


Fundamentally, the hydraulic automobile or motor 
truck brake operates in precisely the same manner, 
and contains the same mechanical parts, as do me- 
chanical brakes. The difference between the two lies 
in the medium through which foot-pressure is car- 
ried to the brakes. In the one case, that medium is 
liquid; in the other it is steel. 

Every hydraulic brake manufacturer in the world 
is licensed under patents of the Hydraulic Brake 
Company, a wholly owned subsidiary of Bendix Avia- 
tion Corporation. 


Power 


In Power Braking, demanded by the higher speeds 
and greater power of today’s cars, Bendix stands 
supreme. Of all the thousands upon thousands of 
power-brake-equipped vehicles, more than 96% are 
Bendix-equipped. 

Bendix Controlled Vacuum Power makes it easy to 
stop the heaviest car with the least possible muscular 
effort. It “cushions” your pedal, maintaining proper 
*pedal-feel,” thus avoiding sudden, lock-wheel stops. 
Only Bendix can give you this advantage, known as 


BENDIX PRODUCTS CORPORATION 


401 BENDIX DRIVE - 


SOUTH BEND, INDIANA -e 


(Subsidiary of Bendix Aviation Corporation) 










There are no finer brakes to be had on any motor 
car than today’s Bendix Mechanical Brakes. They 
provide enduring Equal Action. They require little ; 
attention—and that very infrequently. They stop 
smoothly and easily. 

Car manufacturers depend on Bendix Brakes bc- 
cause they know that in equipping their cars with 
Bendix Brakes, they are drawing upon the combire4 
knowledge, skill and resources of the leading organi- 
zation of brake specialists in the industry. 



































Thus Bendix supplies brakes of any desired type to 
any car manufacturer—a significant instance of the 
wide scope and the all-embracing thoroughness of 
Bendix service to the automotive industry. 

In the highly specialized province of designing and _ 
manufacturing efficient stopping equipment for anv 
automotive vehicle, Bendix leadership is outstanding 
and unquestioned. 

Any car or truck with brakes built by Bendix, 
whether those brakes be mechanical or hydraulic, is 
assured of maximum safety and braking efficiency. 


“reactionary cushioning.” In Power Braking, Bendix 
utilizes the otherwise wasted energy of the excess 
vacuum created by the engine itself. No actual engine 
power is ever consumed. 

The costliest cars come equipped with Bendix Power 
Brakes, as do many other representative makes of cars 
in the lower price brackets. ; 

Full power control, embracing steering, stopp 
gear shifting and clutch handling is provided 
Bendix. Write for details. 









